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Kansas City, Missouri 
Home Office - 3520 Broadway 


CONDENSED STATEMENT DECEMBER 31, 1929 


RESOURCES 

First Mortgage Real Estate Loans................ Le eeee ee e$dd,944,198,58 
Real Estate Owned (Including Home Office) 3,568,268.10 
Se Ge Ps oc. ve cess ckKencmticenness 12,921,098.63 
Bonds 6,039,529.97 
Cash and Certificates of Deposit ‘obcmeeeseen 414,386,67 
Loans Secured by Collateral... .... 2.0... cs. 55 oes 42,500.00 
Agents’ Balances and Miscellaneous 428,293.10 
Accrued Tnterest om Tmvestwnets. ..ccccscccccccsscccccccccss  Ughtphttnae 
Net Premiums in Course of Collection and Deferred .. 1,844,742.61 
Reinsurance Claims Due From Other Companies 65,000.00 

TOTAL RESOURCES . . «.-§60,020,185.88 
CE Sy IIIs 0 winciceacccersccscuccnencscccencos 669,022.76 


ADMITTED ASSETS $59,351,163.12 
LIABILITIES 
Legal Reserve ... Pe Pere en mi a Tee 
Cs ic ivcurininhnéhhdbdd CAMO RSE Ses SON are REA dawe 365,072.00 
Present Value of Annuities and Installments 938,959.07 
Interest, Rents and Premiums Paid in Advance...............0. 317,020.44 
Sy Si Ph acd vabeanwemb een beeseedeenceeecceaeemens 136,058.60 
SI OO <a 280,000.00 
Paid-Up Capital $1,000,000.00 

Assigned Surplus to Policyholders 1 659,688.32 

CGT ABOOE PUGS. oc -ccccucccccccemecnsss. See 

Unassigned Surplus 


7 620,639.05 
I iba Pia a nice gah cacukbndsneiasucuma ail $59,351,163.12 


Authorized and operating in 39 states and the District of Columbia. 


Largest volume of new business ever issued by the Company during any calendar year in its history. 


$106,190,464.00 
TOTAL INSURANCE IN FORCE 


$432,633,508.00 


J. B. REYNOLDS, President C. N. SEARS, Secretary 











WHY 








SHOULD I BELONG 











TO MY 
LIFE UNDERWRITERS’ 
ASSOCIATION? 








Because: 


CANNOT, alone, express an effective protest against unwise and undesirable legislation which 
might, except for organized and intelligent correction, injure the institution which I represent 
and the policy holders whom I serve; 


CANNOT, at my own expense, gather together and print in available form, the hundreds of 
new sales ideas and applications of selling principles, which are brought to me each month 
through Life Association News, at an aggregate cost, to the group of about, $50,000 each year; 


I CANNOT, upon my request, persuade the busy and successful life underwriters of the country 

to lay down their work and through public addresses at monthly underwriters’ meetings and 
conventions, and through published articles and books, place their most intimate “trade secrets” at 
my disposal; 


CANNOT, by myself, rightly value my competitor, correctly estimate the problems of my busi- 
ness, safely guide my business conduct or effectively correct unethical or unsound business prac- 
tices indulged in by my fellow underwriters ; 


I CANNOT, through my own efforts alone, do very much toward making the American public “life 

insurance conscious,” which would help so definitely, in my own community as well as in the 
nation, to overcome the resistance which I find, not only ‘to our product, but, unfortunately, to 
the life insurance agent himself; 


CANNOT, by my own initiative, perfect my knowledge of the science of life underwriting and of 
the new social and economic conditions which have so materially changed the character of my 
business and led me into the era of “The New Competition,” of which I have heard so much; 


CANNOT, except by rubbing shoulders with my fellow underwriters, preserve the wholesome- 
ness of my body and my mind, guard my character from criticism, maintain in all my dealings a 
truthful, honest and courteous attitude and be sure of meriting, by my manner and in my bearing, 
the title—Gentleman; 


CANNOT, as a “Lone Wolf,” holding myself apart, use the slogan and the emblem of the 

organized life underwriters of America—“Life Insurance—A Declaration of Financial Independ- 
ence,” which I believe is going to spell—if it doesn’t, it will be because I and thousands of life 
underwriters like me refuse or fail to make it so—the difference between “outlaw” underwriting and 
the sound, scientific, service-giving underwriting for which this group stands. 


A= finally, because: I am unwilling to have it said that there is a movement conducted in this 

country for the betterment and protection of conditions in, and the interests of, my business, which 
I am not actively supporting—I have asked myself why I should let the other fellow carry my portion 
of the load, and I just can’t find anything but the answer: “Of course, I must belong.” 


Ask your General Agent or Manager where your nearest local 
Life Underwriters’ Association is located 
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Thirty-Fourth Year No. 4 


Big Feature in 
Insurance Day 


Life Insurance Men Stage Sales 
Congress and Seminar at 
Indianapolis 


HEAR CANADIAN SPEAKER 


Frank Robinson of Toronto and Paul 
W. Cook of Chicago Prominent 
at Sessions 


Life insurance has become a big fac- 

tor in Indiana Insurance Day and some 
300 life men attended the morning and 
afternoon ‘sales sessions at Indianapolis 
on Tuesday of this week. Frank Robin- 
son, branch manager of the Mutual Life 
of Canada at Toronto, and Paul W. 
Cook of Chicago, instructor of agents 
for the Mutual Benefit, were the head- 
liners at the morning session, which was 
termed a sales congress, while the aft- 
Fernoon session was a “seminar” with 
Mr. Robinson, Mr. Cook, Chester AI- 
bright of the Northwestern Mutual 
staff at Indianapolis, and Ran- 
dall, superintendent of agencies of the 
Franklin Life of Springfield, Ill., among 
the speakers. 


Sales Congress in Forenoon 


The sales congress in the morning 
was held under the auspices of the Life 
Underwriters Association of Indiana, 
with Paul W. Simpson, Aetna Life gen- 
eral agent at Indianapolis and president 
of the state association, presiding. Joel 
lr. Traylor, president of the Indianapolis 
association, delivered an address of wel- 
come and introduced Russell King, who 
spoke briefly on the purposes of the 
Program that was to be presented. 

_ Mr. Robinson, who was introduced by 
Me Paul Speicher, secretary of Insurance 
Research & Review Service, speaking 
on the subject, “Your Task and Mine,” 
brought a message of organization, co- 
operation and vision of the business of 
life insurance which has been achieved 
in Canada that was followed with close 
attention. That there is a community of 
interests between life underwriters of 
Canada and of the United States, the 
speaker declared. 


Back of Business Is Home 


é 
~ 


He discussed the problems of big 
corporations and the relationship of life 
surance to them. But back of all 
business problems is a home problem. 
Men engage in business finally for the 
development and establishment of their 
home programs. The highest problem 
is the evolution of the home. Develop- 
ment of character in the children in the 
home and the making of citizens for 
the future is the underlying problem of 
all men of family. Back of all the prob- 
lems ot poverty, crime, capital and labor 
are the home problems and the equip- 
~ of children for their place in the 


The son has the right to be equipped 
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Policy Loan Crisis Calls 


for Active Conservation 





Intensive personal service to policyholders who put on heavy policy loans to 
bolster their acounts during the stock market crash, and perhaps a deliberate cam- 
paign to rewrite much of this business in the same companies, is essential if 4 


large lapse is to be avoided, in the opinion of many life company executives. 


Al- 


ready the effect of competition directed against these “weak” policyholders by 
twisters has been felt by companies. Agents who are not above twisting and who 
without even a twinge of conscience write “no” to the question in the application 
whether other insurance is to be dropped, have been busy making capital of the 
new field thrown open through the stock market’s effect on policy loans. Com- 
panies arid agencies have doubled their inspection of submitted cases in an effort 


to ferret out questionable applications of 
this type, but it is said by far the larger 
percentage of such cases is impossible 
to detect until too late to do «anything 
about it. 

Best Business in Danger 


The worst part of the market crash 
it now appears is that it paves the way 
for twisting the finest type of business, 
that of old policyholders who conserva- 
tively refused for many years to borrow 
on their protection no matter what the 
emergency, and then were drawn into 
the stock fiasco. In October and No- 
vember many of them were faced with 
the super-emergency which required that 
they liquidate every asset in order that 
they might salvage even a little from the 
wreck. 

The experience of one middle western 
company is representative of practically 
all that have been many years in busi- 








to begin where the father leaves off. 
He said that he has made many sales on 
this thought. He makes the father see 
that life insurance makes sure an open 
door for the boy. Sometimes a father 
says, “My son can begin where I be- 
gan,” but Mr. Robinson answers, “No, 
he can’t he must begin where you left 
off. The boy of today can be equipped 
to be as efficient at 21 as his father has 
-” 


become at 55. 
Carries on Uncompleted Tasks 


With this question for a prospect, 
Mr. Robinson opened up a sales pro- 
posal which was highly appreciated: 
“Mr. Jones, will your promissory notes 
be met at maturity?” The prospect 
thinks he means his paper obligations 
at the bank or elsewhere and says they 
will, with possibly some resentment at 
the insinuation they might not be. Then 
Mr. Robinson describes as promissory 
notes, the promises he gave his bride 
when he married her and the promises 
that he must fulfill for the education 
of his children and the carrying out 
of his family obligations. These prom- 
issory notes can best be made sure by 
life insurance, he said, and this method 
of presenting life insurance he has found 


very effective. 
Legislation in Canada 
Mr. Robinson believes in careful 


selection of men and is not interested 
in building up a large agency staff just 
for numbers. In the past five years, he 
said that his agency had been reduced 
one-half in numbers and had made a 
large increase in production. 

He told of legislation that had been 

{CONTINUED ON PAGE 25) 











ness and have many policyholders with 
large accumulated cash values. The 
normal increase in policy loans in this 
company for many years has been ap- 
proximately $30,000 a year. In 1929, 
this company finds its cash policy loans 
increased $92,000, or more than trebled. 
Since the company had altogether $590,- 
000, of such loans in force at the end 


of 1928, the 1929 increase was a little 
over 15 percent of the total in force, 
whereas normally the increase runs 


about 5 percent a year. 


Bulk in Last Quarter 


It is significant that on Sept. 21, 1929, 
this company had $630,000 of cash pol- 
icy loans in force, and on Dec. 31 it had 
$682,000, so that $52,000, or nearly 57 
percent of the year’s increase occurred 
within the three months which included 
the stock market collapse. 

Another interesting factor in contem- 
plating the experience of this company 
is that there were only 100 more such 
loans in 1929 than in 1928, indicating 
that the loans last year were for large 
amounts. As a matter of record, this 
company reports many of its loans, es- 
pecially in October, November and De- 
cember, were for nearly if not quite all 
of the available loan value on the poli- 
cies. 

This fact brings these policyholders 
face to face with another emergency, in- 
asmuch as the lack of sufficient value 
in the policies to take care of renewal 
premiums makes it essential that com- 
panies cancel these policies unless the 
owners pay cash almost immediately. 


Commissioners Officers 


Had Meeting This Week 


Col. Howard P. Dunham, Connecticut 
insurance commissioner, was in Indian- 
apolis Tuesday, being one of the main 
speakers at the banquet which closed the 
Indiana Insurance Day program. Col- 
onel Dunham is president of the Na- 
tional Convention of Insurance Commis- 
sioners and inasmuch as he was in the 
central west he asked the other officers 
to meet him for conference. A. S. Cald- 
well, Tennessee commissioner, who is 
secretary of the organization; C. C. Wy- 
song Indiana commissioner, first vice- 
president, and Jess G. Read of Okla- 
homa, second vice-president, were pres- 
ent. Ray Yenter, Iowa commissioner, 
who is chairman of the executive com- 
mittee, was not able to be present. Col- 
onel Dunham spent Wednesday in De- 
troit conferring with 
D. Livingston of Michigan. 
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Life Business 
for Last Year 





New High Record in Production 
Shown in Results Obtained 
in 1929 


DECEMBER GOOD MONTH 


Resume of Review of Twelve Months 
by Life Presidents Association 
and Research Bureau 


NEW YORK, Jan. 23.—New high 
records in life insurance production for 
both year and month were established 
in 1929 and December according to re- 
ports of both the Life Presidents As- 
sociation and the Life Insurance Sales 
Research Bureau issued this week. The 
Life Presidents report covers all classes 
of insurance and the aggregate of 74 
percent of the total business of the 
country, while the Research Bureau 
covers only ordinary business, but 88 
percent of that. Both show that little 
effect was felt from the stock market 


crash insofar as life insurance sales 
were concerned. 


Life Presidents’ Report 


The 44 companies reporting to the 
Life Presidents had a total of paid busi- 
ness in 1929 of $12,885,000,000, a gain 
of 5.4 percent over 1928 and the largest 
total ever reported in one year. The 
1929 production was more than double 
the 1921 total of $5,949,000,000 and more 
than four times the total of 13 years 
ago, the last pre-war year showing $2,- 
959,000,000. Monthly returns showed 
consistent gains with only three excep- 
tions, May, September and December. 
In these three months the losses were 
due to either industrial or group, ordi- 
nary holding firm throughout the year, 
wiht notable gains in some months. 


December Gain Is Noted 


In December the ordinary volume 
gained 3.8 percent over last December in 
spite of the financial turmoil of the year 
end. 

According to the Life Presidents re- 
port, ordinary production in December 


was $841,215,000, a gain of nearly 4 
percent over the previous December 
total of $810,127,000, which was 12.7 


percent over the 1927 December total! of 
$718,793,000. The ordinary total for the 
year was $8,801,867, a gain of 7.3 per- 
cent over the total of $8,199,375,000, 
that being 5.1 percent over the 1927 total 
of $7,804,406,000. Industrial business fell 
off slightly in December, the total of 
$234,045,000 being 4.9 percent under last 
December's $2,46,045,000 but the latter 
was a gain of 16.6 per cent over the 
1927 December total of $211,076,000. 
The year’s industrial total was $2,- 
898,158,000, a gain of 7.6 percent over 
1928, which was obtu 1 percent over the 


Commissioner C. | 1927 total of $2,667,333,000. Group busi 


(CONTINUED ON PAGE 26) 
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Graphic Picture Shows 
Life Insurance Solidity 





By C. M. CARTWRIGHT 


A few days ago I participated in an 
experience that if it could be properly 
portrayed and vivified would be a most 
compelling argument, for every life in- 
surance man. It seemed to me that if a 
life insurance salesman could have stood 
with me in the office of the Chicago Title 
& Trust Co. in Chicago, where dozens 
of people were taking their Greenebaum 
real estate bond securities to exchange 
for certificates of deposit so that the 
bonds themselves could be in the hands 
of a creditors’ committee, he could not 
but appreciate as never before the value 
of life insurance not only as a protective 
system but as an investment of quality 
and worth. 

Early Advice Was Given 


Years ago when I first came to Chi- 
cago as a daily newspaper reporter, the 
managing editor of our paper was a man 
who believed very strongly in thrift. He 
took a personal interest in the young 
men of the staff and personally talked 
to them about saving money. I re- 
member in one of these early conversa- 
tions with me he advised dealing always 
with the best houses in many particular 
lines. He spoke to me about the value 
of an extended and unimpeachable repu- 
tation of a business concern. He said 
that one should depend more largely on 
the recommendation of an honest and 
successful business enterprise than his 
own knowledge of what he was buying. 
I recall that he told me in the real estate 
bond field in Chicago one of the con- 
servative, dependable investment houses 
was M. E. Greenebaum & Sons. He 
said there were only two such houses 
dealing in real estate bonds in the city 
that he could honestly recommend. It 
was true that the Greenebaum house was 
conservative, honest, conscientious and 
intelligent. It has been in business for 
some 75 years and until this year no 
customer has ever lost a dollar in in- 
terest or principal. That was one of the 
boasts of this investment house in its 
sales. 


Result of Economic Conditions 


But last year a combination of eco- 
nomic factors forced this old house of 
great reputation into difficulty. It could 
no longer repurchase its own securities 
at a stipulated price as it always did be- 
fore. It could no longer absorb interest 
and maturing bonds where the borrowers 
could not make deposits to pay them. 
People had bought on the strength of the 
reputation of this house. They believed 
in its security, in its wisdom. They could 
not foresee that there might be an eco- 
nomic stress that would affect it to so 
great an extent that its foundations 
would be disturbed. 


‘Life Insurance Withstood Tests 


Yet as I stood with others the other 
day who came to deposit their securities 





| and watched the countenances and heard 


the expressions of those whose confi- 
dence had been impaired I could but 
realize that after all life insurance is the 
one secure, permanent, and solid institu- 
tion that has stood so many severe tests 
and has not been found wanting. 


Soundest Investment Trust 


On each side of me two men almost 
simultaneously made the remark that 
they wished they had spent all the money 
that they had with the Greenebaum 
house in purchasing life insurance. That 
shows the temper of the mind today after 
having gone through the fire of the stock 
market crash and the great economic 
storm. I added that after all life insur- 
ance was the surest and soundest invest- 
ment trust. I said that personally we 
were all suffering a loss that fell rather 
hard on us as individuals. If, however, 
we had combined with others in a life 
insurance company any loss of this kind 
here would not have affected us at all. 
The loss would have been spread over a 
large number of people. Not only in life 
insurance does a policyholder get the 
advantage of the mortality experience of 
the human race and thus cooperate with 
others in spreading the shock of death 
| but he has the great advantage of safety 
| in investment. 





Took Speculative Chance 


During the long continued bear market 
people felt that life insurance was too 
| slow. As an investment factor it did not 
| appeal to them at all. Thousands of 
people borrowed on their life insurance 
policies to buy securities in the stock 
market. They thus mortgaged the very 
best investment they had to take a long 
chance on speculation. 

If a house of such remarkable reputa- 
tion as M. E. Greenebaum & Sons of 
Chicago is affected by a combination of 
circumstances over which the firm itself 
had no control, does it not show after all 
that life insurance offers the people the 
very best investment they can buy? 
When I saw the disturbed and solicitous 
countenances and heard the inquiries 
made of the people serving them at the 
counter I could not but feel that here 
was one of the greatest life insurance 
lessons that could be taught. 





Passes 20,000 Membership Mark 


Roger B. Hull, managing director 
National Association of Life Underwri- 
ters, says the association now has passed 
the 20,000 membership mark. It passed 
that mark some time ago but no blare 
of trumpets sounded, for fear recruiting 
efforts being made might slacken. But 
Mr. Hull, in his contribution to the an- 
nual review number of the “Journal of 
Commerce” tells the news that will 
gladden the association workers every- 
where in the country. 








Aviation Problem 
Has New Interest 
in Cut in Rates 











NEW YORK, Jan. 23.—Announce- 
ment of drastic cuts in rates for air 
travel, made by two of the foremost op- 
erating companies in the country within 
a week, has caused life underwriters con- 
siderable interest from a business angle 
as well as personal. Reduction of air 
travel cost to the same and even lower 
than railroad travel cost will doubtless 
cause a tremendous increase in the use 
of airplanes for all forms of transpor- 
tation, business and pleasure, and rev ive 
the widespread interest in aviation as a 
factor in underwriting. 

About two years ago the life compa- 
nies generally formulated an underwrit- 
ing program which they felt would meet 
the demands of present day aviation. 
Should the increase in flying now meas- 
ure up to the present anticipations of 
many in the business, there will have 
to be in many cases a readjustment of 
the underwriting program to place avia- 
tion on a thoroughly recognized standard 
or adopt some such plan as that sought 
by the Metropolitan Life in its clause 
exempting aviation from policy cover- 
age. Even that, however, is only for 
application to pilots and leaves the ques- 
tion of fare-paying passengers as it was 
before. Many underwriters believe that, 
with proper spread, the aviation risk 
would be no greater than the automobile 
hazard and it is possible that the in- 
creased use of the airplane in the com- 
ing months will give the desired spread. 


TRAVELERS NAMES FOUR 
ASSISTANT SECRETARIES 





W. H. Gilbert, Ralph H. Morrow, 
William C. Riddle and H. M. Adams 
were elected assistant secretaries of the 
group department of the Travelers by 
the directors Jan. 20. 

Mr. Gilbert holds an A.B. from the 
University of Maine and an M.A. from 
Columbia. He was for many years in 
educational work. He became field serv- 
ice representative of the Travelers group 
department in 1919. Mr. Morrow joined 
the Travelers as special agent in the 
Hartford branch in 1917, and six months 
later was transferred to the group de- 
partment as special representative. In 
1924 he was made field underwriter. 

Mr. Riddle, a graduate in mechanical 
engineering from Pennsylvania State 
College, from 1904 to 1906 was engaged 
in work on the Panama canal. He joined 
the Travelers in 1920 as special repre- 
sentative of the group department at 
Pittsburgh, and in 1921 was transferred 
to the home office. In 1924 he was pro- 
moted to field underwriter. Mr. Adams 
joined the Travelers as field representa- 
tive of the group department in 1919. 
In 1921 he was transferred to the Mon- 
treal branch but returned to the home 
office‘ in 1922. Later he became chief 





clerk of the group department. 














FIGURES FROM DECEMBER 31, 1929, STATEMENTS 


LIFE COMPANIES 





Total 
— es Oe 
Amer Life, Mich..... 15,488,133 500,000 
GU, Des dvcccceces 186,663,665 ...... 
326,302 260,000 


Great Nat’l oa Tox. 


Imperial Life, Can... 57,860,237 1,000; 000 


Kansas City Life.... 59,351,163 1,000,600 
Lincoln Liberty, Neb. 21419 ,127 100,000 
Midl'd Nat’l Life, S. D. 5,360,000 300,000 
Mid-West Life, Neb. - 4,556,895 300,000 
Minn. Mut. Life...... 323,629,713 .wccce 
Nat'l Fid. Life, Mo... 4,032,492 250,000 
Ohio State Life...... 12,175,526 500,000 
Pan-Amer. Life, La.. 25,094,403 1,000,000 
Security Mut., Neb... 4,359,618 ...... 
Southern States Life. 8,601,814 150,000 
United Fid. Life, F my as TT} 250,000 
West. Res. Life, 231,453 157,500 
West. & So. Life, >. :102, 970, 137 7,000,000 











—= Gain Prem. Total Benefits Total 
ew Bus Ins. in Force in Ins. Income Income Paid Disburse. 

Surplus o © Dec. aa, 1929 in apeee 1929 1929 1929 1929 

g $ $ $ 

434,427 15,516,561 98,270,481 6,648,723 2,649,232 3,567,222 1,308,835 2,439,806 
16,049,209 131,403,330 or vee 074 77,560,640 28,361,685 37,439,504 15,716,458 21,999,977 
8,730 5,123,231 30,590 4,069,828 129/289 376,365 24,945 216,493 
5,419,539 43,655,709 289° 185, 882 22,171,578 11,416,567 15,195,970 5,666,034 8,916,815 
4,560,951 106,190,464 432,633,508 41,158,762 11,669,637 14,867,376 4,903,705 9,467,276 
75,000 5,756,000 20,503,000 2,315,892 792,306 | reece 486,230 
566,000 5,100,000 29,020,000 1,100,000 724,000 1,020,000 342,000 625,000 
164,070 3,311,953 25,006,144 542,253 633,028 839,543 280,117 541,192 
1,661,115 45,425,305 83,312,161 21,289,842 5,347,780 7,045,064 2,714,700 4,415,168 
54,306 9,296,640 36,142,452 4,345,725 979,240 1,344,316 265,675 923,839 
66,822 14,552,897 80,021,928 4,883,577 2,519,965 3,338,811: 990,888 1,996,575 
1,216,670 32,319,911 82,006,873 7,924,840 5,518,646 7,038,770 2,118,574 4,505,822 
272,202 6,643,333 27,783,683 BORG §— sseses 1,001,852 389,915 693,449 
150,545 14,808,674 68,167,525 2,801,769 1,763,198 2,228,199 1,034,457 8,222,388 
86,284 16.278.883 30,147,121 2,567,200 oeaane 1,032,633 192,660 640,677 
19,395 3,718,4 5,421,700 2,606,400 19,681 __ 181,374 _ 11,949 152,071 
5,051,072 223,477, $45 777,742,822 74,927,918 26, 862° 134 32,131,850 9,578,097 22,243,321 











January 24, 1930 Januar 
Bullock Reports Record Gives 
Business Despite Crash | 
LDERS | 
MEETS WITH POLICYHO S$ > MorT 
i Emphasizes _ 
State Mutual President phasizes 2 pa 
First Duty of Everyone Is to ie St 
Restore Borrowed Values 
Excellent progress during 1929 and a | ST. L 
good outlook for 1930 were pictured by |) °°: « 
Chandler Bullock, president of the State [7 a 
Mutual, in his annual address to policy- mm was Orc 
holders at a meeting in Worcester this 7 Stratfors 
week. He reported a new record paid |) the Co 
business of $74,267,960, including $382, |7 Louis, 4 
473 restored business which had lapsed, |} damage 
He said that this business showed a de- | 9 J. P. St 
crease in term policies and a slight in- /) of the I 
crease in endowment forms, though or- 4 For n 
dinary still accounted for 84 percent. [9% Sullivan 
He said that investment income set )) “Emanc 
a record and, as usual, was well above |] Life” po 


the total of death payments. The rate[® gona) 4 
of interest earned also increased last |} oper ag 
year from 5.58 to 5.64 percent. Interest 7 joint cor 
on new investments was 5.515, compared ” Tonie ox 
with 5.432 on the same item in 1928 Sane ©) 
Receipts were $27,595,508 and disburse- appointe 
ments $19,381,306, leaving $8,214,201 to “twisting 
add to ledger assets. cireumst 


Admitted Assets $135,879,347 





St 

Admitted assets are now $135,879,347.)  chorep, 
Mr. Bullock said the mortality rate was 7 nemed N 
53.29 percent, the average age at death A Mr Mot 
was 56 and average policy age 16, point- 9B committe 
ing to 40 as the average age of insur-]9 yf, \foy 
ing. He said that 14.6 percent died in) Bing” V 
the first five years. & ing” is | 
Referring to policy loans, Mr. Bullock # § life unde 
said that the large fincrease of last] .. used 


year is to be deplored and every ef tional Lj 





fort is to be made to reinstate these Sullivan 
policies thus endangered as ‘soon a3) @ tor’. ae 
possible, this being the first duty (9B «ji y 
every policyholder and of the company DD ‘twisting’ 
in their interests. Mr. Mor 
Calls it “Misdemeanor a That 

Mr. Bullock said “to mortgage lite 'Z Me “Mow 
insurance protection to put the loan into} Mr. Mor 
the whirlpool of stock speculation might fi R 
well be made a punishable misdemeanor, “J. tha 
along with non-support.” MM tice?” 
As for the outlook for 1930, Mr. Bul} “Se wee 
lock said that it is now generaly recog-( panies’ ix 
nized the stock crash was fortunate il bid it.” \ 
that it cleared the atmosphere of uw QR caiq the 
wholesome speculation and now busines United s 
can progress with sound expansion. i 
me Mr. M 

we be ethical 

Southern States Holds m3 new on 
. me cred int 

Agency Meeting Jan. 28-31) celia.) 

mm Mr. Su 

The Southern States Life will hol} the a 
its club meetings at Edgewater Park) institution 
Miss., Jan. 28-31, with several outsiit]] a policyh 


speakers scheduled. M. Albert Linton 


; ing the ré 
vice-president of the Provident Mutu] 


of insur ar 


Life, will speak on “The All-aroun'®;, eonner 
Service of Life Insurance,” and Georg his ows a 
H. Thigpen, Alabama insurance com) stricted i. 
missioner on “Allied for Service.” Ont 
of the features will be the opening °@ 
the “Treasure Chest,” which conclude Bal 
a special drive for business, during Gladder 
which the company has deposited tS assistant 
this chest half dollars for each $1, Travelers 
of business, to be distributed to tho* Fire. yf, 
who make their quota. Travelers 
—— Rive July 
as iver, Ma 
Name Armstrong and Batho ceived a | 
The Ontario Equitable Life & Ac) College at 
dent has appointed E. C. Armstrong #8 uat = fr 
superintendent of agencies, and E. ©, worl 
Batho, assistant actuary. Mr. Am veto Aa 
strong has been with the company o%F the i 
year, his previous experience being be at 
the Travelers at the home office, tien © he 
later as statistician in the piitedelpi OF ore 
office. Mr. Batho was with the Bankes | 
Life ‘and the Great-West Life. "i Canada 
graduated in 1925 at the University ® The Car 
Manitoba and holds high actuarial qe Convention 


fications, 
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Gives “Twisting” Definition 
in $100,000 Damage Suit 


MORTON EXPOUNDS SUBJECT 


Connecticut Mutual General Agent in 
St. Louis Comments on Evil in 
Sullivan Case 


ST. LOUIS, Jan. 23.--An interesting 
discussion of “twisting” in life insurance 
was brought out in the deposition of 
Stratford Lee Morton, general agent of 
the Connecticut Mutual Life in St 
Louis, in connection with the $100,000 
damage suit brought against him by 
J. P. Sullivan, St. Louis general agent 
of the Lincoln National Life. 

For many weeks the activity of 
and his sub-agents with the 
“Emancipator” and “Expectancy of 
Life” policies issued by the Lincoln Na- 
tional has caused much concern for 
other agents. Some time ago a special 
joint committee of representatives of St. 
Louis companies, general agents and St. 
Louis Life Underwriters Associated was 
appointed to consider the question of 
“twisting” and to take such steps as the 
circumstances warranted. 


Sullivan Counters With Suit 


Mr. 


Shortly after this committee was 
named Mr, Sullivan filed his suit against 
Mr. Morton, who was chairman of the 
"The deposition centered on 


Mr. Morton’s use of the word “twist- 
ing.’ ia hile maintaining that “twist- 
ing” is frowned upon by most ethical 


life underwriters, he said that the term 
as used in his letter to a Lincoln Na- 
tional Life official with reference to Mr. 
Sullivan was no impeachment of the lat- 
ter’s honor. 

“Just what do insurance men mean by 
‘twisting’?” Sullivan’s attorney asked 
Mr. Morton. 

“That you induce a man to abandon 
one company’s policy for another's,” was 
Mr. Morton’s response. 


Raises Question of Ethics 


“Is that regarded as an unethical prac- 


“So much so most life insurance com- 
panies” instructions to their agents for- 
bid it,” Mr. Morton answered. He also 
said the Chamber of Commerce of the 
United States had condemned the prac- 
tice. 

Mr. Morton then added that it would 
be ethical to replace an old policy with 
a new one if no misrepresentation en- 
tered into the transaction, “but that’s 
seldom the case,” he concluded. 

Mr. Sullivan’s postion on the ques- 
tion is definite. He takes the stand that 
the policyholder is the only person or 
institution to be considered, and that if 
a policyholder can benefit by withdraw- 
ing the reserves set up under one form 
of insurance to purchase new insurance 
in connection with other investments to 
his own advantage, he should not be re- 
stricted in exercising that right. 





Baker Assistant Treasurer 
Gladden W. Baker has been elected 


assistant treasurer of the Travelers, 
Travelers Indemnity and Travelers 
ae Mr. Baker has been with the 
ravelers in the treasurer’s department 
since July, 1996. He was born at Fall 
iver, Mass,, January 11, 1898, He re- 
- ‘ived a B. A. degree from Washburn 
College at Topeka and M. A. and Ph.D. 


uate work 


He ; in economics and finance. 
re — tor ‘two years an instructor in 
Lonomics at Yale, joining the staff of 
1: dhe slg il reserve bank of New York, 
he € he was engaged in the prepara- 

N of reports on business conditions. 





e, Hi) Canada Life Convention at Augusta 
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The Can 


5 ada L 
convention a Life will hold an agency 


March ‘24-27 at Augusta, Ga. 





Care of Body Still Great 


Public Problem of Carriers 
PRESIDENT LAW COMMENTS 


Penn Mutual Head Tells of Health De- 
velopments, Mortgage Situation, in 
Chicago Meeting 


Man has reached the highest standard 
of efficiency in the history of the human 
race and yet he is still neglectful of his 
body, President William A. Law of the 
Penn Mutual Life stated before general 
agents and supervisors who met in Chi- 
cago for the second of a series of four 
Penn Mutual managerial conferences ex- 
tending across the country from Phila- 
delphia to San Francisco. However, 
Mr. Law says, investors are coming 
more and more to demand that men in 
the institutions to which they give finan- 
cial support be covered with life insur- 
ance. 


Neglects His Greatest Asset 


“There is still something more to be 
done,” President Law says. “The man 
who directs the affairs of a great cor- 
poration demands that everything be 
kept in perfect working order. He would 
not dream of permitting his buildings to 
become dilapidated. The machinery and 
equipment are kept in a fine state of re- 
pair. In his eyes the offense of neg- 
lecting to oil a motor would rise to the 
enormity of a crime. The home in which 
he lives is beautiful and well kept. His 
automobile is regularly serviced by me- 
chanics and in first class operating con- 
dition. 

“And yet too often while he is doing 
all these things he allows the most im- 
portant piece of machinery of all, the 
human body, to rust into dilapidation and 
decay. He does not seem to realize the 
duty he owes to himself and to all the 
beneficiaries of his labors to preserve 
the human system, the house of the brain 
which made all these things possible. If 
his maintenance superintendent allowed 
any of the buildings to fall into a state 
of disrepair he would be discharged. 

Companies Attacking Problem 


“As a life insurance president, this 
problem is of great importance. The life 
insurance companies are trying to teach 
this doctrine and we hope to get results. 
The day will come when the great cor- 
poration will require its key men to keep 
in first class physical condition, and the 
man who does not will be looked upon 
as a moral delinquent.” 

President Law commented upon the 
fact that in the last year there has been 
no appreciable increase in the outstand- 
ing volume of farm loans, but that city 
loans have increased about $1,000,000,- 
000. At the close of 1919, he says, the 
volume of city and farm mortgage loans 
was about $2,500,000,000, and at the end 
of 1929 it was $7,000,000,000, of which 
$2,000,000,000 was farm mortgages and 
$5,000,000,000 city mortgage holdings. 


Not Result of Company Policy 


“This is not due to discrimination, 
but to the fact that the farmer has chan- 
nels of borrowing through both local and 
governmental instrumentalities that have 
created a greater spread than is the case 
with city mortgages,” he says. 

His survey of business conditions on 
the cross country trip indicates that the 
nation’s basic activities are unimpaired 
and that lowered interest rates and some- 
what cheaper material prices will result 
in a building and general construction 
revival this spring. President Law says 
current reports indicate. that $200,000,000 
was loaned to policyholders on their con- 
tracts as a direct result of the stock 
market crash, as compared with the 
estimated $50,000,000 to $150,000,000. 

President Law, Vice-president Hart 
and their party on a man-power devel- 
opment tour of the United States were 
guests at a dinner given by the W. A 
Alexander & Co. and Alexander E. Pat- 








Veteran Retires 














Cc. W. 


Cc. W. Brandon, president of the Colum- 
bus Mutual Life, has become president- 
emeritus and is succeeded by D. E. Ball. 


BRANDON 


aialia Cee Life 
to Erect New Building 





Herbert M. Woollen, president of the 
American Central Life of Indianapolis, 
announced at the field club banquet at 
Biloxi, Miss., that ground will be broken 
early this spring for a new home office 
building, to be located on Fall Creek 
boulevard, with grounds extending to 
Meridian, Illinois and 26th streets. It 
will be viewed directly from the heavy 
streams of traffic on Meridian and Illi- 
nois streets and the boulevard traffic on 
both sides of Fall Creek. 

The American Central has designed 
the building to harmonize effectively with 
its surroundings. The proportions of 
the building are imposing, and its style 
is a modern expression of classical tradi- 
tion. 

The main building, to be constructed 
at once facing Fall Creek boulevard, will 
be 307 feet long by 52 feet in width, with 
the east end paralleling Meridian street 
for a distance of 65 feet. It will be three 
stories high on the boulevard front and 
four stories high on the 26th street side, 
of fireproof steel and reinforced concrete 
construction, and will provide for future 
growth by the addition of three wings 
that ultimately the building will be 
shaped like an enclosed letter “A.” 


so 





terson agencies in Chicago last week, 
and on Saturday were the guests of 
Allan Gates, the company’s general 


agent in Little Rock, at a dinner given 
in their honor in Mr. Hart’s home town. 
The first three days of this week were 


given to the southern general agents’ 
conference at Hot Springs, Ark. A one- 
day sales congress for the Los Angeles 
Life Underwriters Association will be 
put on by the Penn Mutual party. Fred 
C. Hathaway, manager of the Mutual 


Life in that city, is president of the as- 
sociation, and an attendance of 1,500 or 
more expected. The Pacific Coast 
general agents’ conference will be held 
at San Francisco the first half of next 
week. On Thursday evening the party 
will be guests of the San Francisco Life 
Underwriters Association, of which 
Frank P. Ebertz, general agent National 
Life of Vermont, is president, and Mr. 
Hart will speak. The occasion is the 
annual dinner given by the association 
to leading producers of all agencies in 
the city. Thursday noon, John A. Ste- 
venson, manager Penn Mutual’s home 
office agency, will address the Associated 
Trust Companies of central California 
on “Creating and Conserving Estates.” 


is 





| Ball Succeeds Brandon as 
Head of Columbus Mutual 





VETERAN IS STILL ACTIVE 


Becomes President-Emeritus — Several 
Promotions Made in Official 
Staff by Directors 





At a meeting of directors of the Co- 
lumbus Mutual Life, Jan. 20, D. E. Ball 
was elected president to succeed C. W. 
Brandon, who was elected president- 
emeritus. Mr. Brandon, founder, and 
president for 22 years, asked the direct- 
ors not to consider him a candidate for 
reelection, owing to his age and health 
He was 71 in December. The board 
adopted a resolution, expressing warm 
appreciation of Mr. Brandon's long and 
able service. 

Ball 19 Years With Company 


Mr. Ball has been with 
19 years, in recent years 
president and secretary. 

Dr. W. B. Carpenter was reelected 
vice-president and nedienl director, and 
S. A. Hoskins, vice-president and treas 
urer. Lewis Stout, counsel for six 
years, was promoted to vice-president 
and counsel and Carl Mitcheltree, a 
tuary, was promoted to secretary and 
actuary. C. R. Backus was relected as- 
sistant treasurer. 


the 
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company 
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Gains Made Last Year 


All 
gains in 
end of 
being 27 


show substantial 
1929. Insurance in force at the 
1929 was $127,662,000, net gain 
percent greater than in 1928 
Assets are $16,704,543, a gain of 16.7 
percent; surplus to policyholders is 
559,025, a gain of 10.7 percent. 


departments 


$1 


B. M. A. Branch Managers 


Hold Annual Convention 


KANSAS CITY, MO., Jan. 23 
Branch managers of the Business Men's 
Assurance held their annual convention 
here last week. Winners in the manag- 
ers contest were: 

Group A, E. C. House 
J. P. Baldwin, California, 


first; 


F, J. 


of ¢ Yhio, 
second; 


Fleming, Oklahoma, third. 

Group B, A. W. Watwood, North and 
South Dakota, first; Ross Roberts, 
Michigan, second; C. W. Rogers, Wash- 
ington, third. 

The feature speaker was John M. 


Insurance Sales 
“The Manager's 


Life 
on 


Holdcombe of the 
Research Bureau, 
Job.” 

Other addresses included: “How to 
keep prospective salesmen interested be 
tween the time of the sales application 
and the issuance of the sales contract,” 
B. A. Hedges; “How can a salesman be 
taught or required to follow a plan of 
work,” W. T. Grant; “Details which 
managers have to go to to find, select, 
employ and train new men,” A. W. 
Hogue; “What the best way of re- 
cruiting salesmen in the rural terri- 
tories,” M. M. Studebaker. 


is 


The meeting closed with a dinner at 
which President Grant acted as toast 
master. 


Southland Has Training School 


Vice-president A. C. Bigger welcomed 


the 50 agents attending the six-day 
training school held in Dallas by Robert 
Short, supervisor of agents. “Life 
Insurance as a Career,” and “Life Insur- 
ance as an Institution,” were discussed. 
Dr. J. rs ——— ymery, medical direc- 
tor, W. Talbot, agency manager, and 
Clarence = Linz, vice-president, spoke. 
Warren Pilcher, agent for the South- 
land. Life at El Paso, Tex., wrote 


$1,013,000 business in the last 10 months 
of 1929, according to Vice-president 
Linz. 








6 


THE NATIONAL 


UNDERWRITER 





January 24, 1930 





Companies’ Records for 


Last Year Are Shown 





SPLENDID GAINS ARE MADE 





Life Insurance Gave a Good Account 
of Itself in Its Operations 
Last Year 





The annual statement of the Massa- 
chusetts Mutual Life showed new busi- 
ness $301,861,255, insurance in force $1,- 
970,208,405, increase $165,951,874. Its 
mortality ratio was 51 percent. Its divi- 
dends to policyholders amounted to $13,- 
440,318. The expenses for the year were 
18.6 percent of the premiums and 14.8 
percent of the total receipts. The aver- 
age rate of interest on the year’s invest- 
ment in mortgage loans was 5.5 percent 
and on the total mortgage loan invest- 
ment the yield was 5.58 percent. The 
yield on bonds invested during the year 
was 5.38 percent. The average yield on 
the total invested assets was 5.34 percent 
net. The assets are $361,200,135, in- 
crease $34,092,834. The surplus is $20,- 
103,301, increase $1,361,489. The pre- 
muims amounted to $60,803,548 and the 
total receipts $90,926,988. Payments to 
policyholders were $39,695,713 and the 
income saved was $32,180,908. The aver- 
age policy in 10 years has increased 
from $2,572 to $4,057. The company had 
a good year in every respect. 


Peoria Life 


The Peoria Life last year showed new 
business $48,300,000, insurance in force 
$190,772,128, increase $27,692,918. The 
mortality ratio was 48.8 percent. The 
gross assets amounted to $19,700,000. 
The percentage of premiums renewed 
was 87.13 percent. The interest on in- 
vestments was 6 percent. 

The annual statement of the Phoenix 
Mutual Life shows that in 1929 new life 
insurance exceeds $80,000,000. Insurance 
in force now amounts to $585,000,000, in- 
crease over $2,000,000 greater than the 
increase during 1928. The increase in 
assets will amount to over $13,000,000, 
bringing the total to over $139,000,000. 


Lincoln National 


The Lincoln National shows $812,- 
459,912 insurance in force, a gain of 
$153,712,769 for the year. 

The Phoenix Mutual Life paid for 
more than $80,000,000 in 1929, a record 
year. Insurance in force now is more 
than $585,000, 000, the increase last year 
being over 2,000, 000 greater than in the 
previous year. Assets were increased 
more than $13,000,000, now standing at 
approximately $139,000,000. 


New Officers Are Named 


for Indiana Federation 








At the annual meeting of the Indiana 
Insurance Federation in Indianapolis 
this week, James A. Bawden of Indian- 
apolis, state agent of the American Fire, 
was elected president. Ross E. Coffin, 
manager of the insurance department of 
the City Trust Company of Indian- 
apolis, was made first vice-president and 
chairman of Indiana Insurance Day for 
next year. Ralph L. Colby of Indian- 
apolis, general agent of the Franklin 
Life, and E. T. Johnson, South Bend, 
general agent Northwestern Mutual, 
are the life vice-presidents. 

The life insurance directors are Joel 
T. Traylor, Indianapolis, John Hancock 
Mutual; Paul W. Stinson, Indianapolis, 
Aetna Life; Fred M. Dickerman, In- 
dianapolis, Guardian Life; L. D. Fowler, 
Ft. Wayne, Connecticut. Mutual Life; 
L. C. Kigin, Terre Haute, New York 
Life; Hugh Quigley, Indianapolis, Trav- 
elers; W. H. Tennyson, Indianapolis, 
Mutual Benefit Life. The fraternal di- 
rectors are John C. Snyder, Crawfords- 
ville, supreme chief of tribe of Ben Hur, 
and George E. Hopkins, Indianapolis, 
director Modern Woodmen. 





Is Promoted 














HAROLD J, CUMMINGS 


Rapid extension of business by the 
Minnesota Mutual Life has necessitated 
the naming of a second vice-president. 
Appointment of Harold J. Cummings to 
the position is announced. Mr. Cum- 
mings joined the Minnesota Mutual in 
April, 1921, as assistant agency manager. 
In 1926 he was promoted to associate 
manager of agencies. Just one year ago 
Mr. Cummings was named superintend- 
dent of agencies. He was born in 
Beardstown, Ill. After an early experi- 
ence as a school teacher and later a 
school principal, he took up life insur- 
ance work with the Equitable Life of 
Iowa. After serving in the World war 
he returned to the Equitable as manager 
of the sales service department. He left 
that position to join the executive staff 
of the Minnesota Mutual. He is mag- 
netic and forceful. Mr. Cummings has 
gotten up much of the educational ma- 
terial used by his company. 








Federal Life Production 
Club Officers Announced 





W. C. Hardgrove of Alma, Mich., 
was announced as the 1930 president of 
the Inner Circle, the premier producers’ 
organization of the Federal Life, which 
held its annual agency meeting in Chi- 
cago last week. Mr. Hardgrove also 
won the $300 award for the largest joint 
production, of new life and accident and 
health premiums. A. W. Friskey, Jr., 
of Chicago, the leading producer of life 
business in 1929, becomes first vice- 
president of the Inner Circle and also 
receives thé $200 award for the ffirst 
man to qualify for that organization. 
R. S. Pope of Bay City, Mich., the 1929 
president, is second vice-president for the 
coming year. 

Julius Cohn of Gary, Ind., is president 
of the Federal Life Club for 1930, G. E. 
Chappell of North Carolina is first vice- 
president, and G. C. Bohon of Louisville, 
Ky., second vice-president. 


Form “School Teachers’” Club 


A school teachers’ club has _ been 
formed by officers and representatives 
of the Ohio State Life of Columbus. 
School teachers helped to organize the 
company and have been among its offi- 
cers, agents and policyholders ever 
since. Heading the club are President 
John M. Sarver, for many years con- 
nected with Canton schools; Vice-presi- 
dent U. S. Brandt of Columbus, Direc- 
tor Carmi A. Thompson of Cleveland, 
Auditor Arihur R. Harper of Columbus, 
Assistant Cashier Robert Kavanaugh, 
Columbus, and Agency Organizer James 


Robert MacInnes Elected 
President of Canadians 





LIFE MEN MEET IN TORONTO 





Superintendent R. Leighton Foster Ad- 
dresses Underwriters’ Association 
Annual Gathering 





At the annual meeting of the Life 
Underwriters’ Association of Canada in 
Toronto, Robert MacInnes, Dominion 
Life, Saskatoon, was elected president 
and J. M. Carson, Mutual Life of Can- 
ada, St. John, N. B., vice-president. 

Superintendent R. Leighton Foster of 
Ontario spoke on the provincial aspect 
of the Life Underwriters’ Association. 
He touched on the workings of the 
agents’ qualification law. 

John Appleton, secretary of the Cana- 
dian Life Insurance Officers’ Associa- 
tion, and ’.. H. Somerville, general 
manager Mutual Life of Canada and 
president of the life officers, also spoke. 


Connell Presented Gift 


John B. Hall, a past president, pre- 
sented Hugh Connell, retiring presi- 
dent, with a gift as an expression of the 
association’s appreciation of his work 
during the past year. 

The work of the joint committee on 
agents licensing, which has completed 
the initial draft of a uniform licensing 
act, was discussed by A. N. Mitchell, 
assistant general manager of the Can- 
ada Life, and chairman of the Life 
Agency Officers of America. 

The following provincial vice-presi- 
dents were elected: British Columbia, 
J A. Birmingham, Vancouver; Alberta, 
N. A. MacMurchy, Edmonton; Saskat- 
chewan, D. W. MacPherson, Moose 
Jaw; Manitoba, J. J. Smiley, Brandon; 
Ontario, L. E. Doherty, Stratford; Que- 
bec, J. A. Saucier, Quebec; New Bruns- 
wick, H. A. Watson, Fredericton; Nova 


Scotia, G. R. Smith, Halifax; Prince 
Edward Island, T. W. Bentley, Char- 
lottetown. 

Other officers elected were: Chair- 


man of the board, J. J. McSweeney, To- 
ronto; registrar, J. G. Taylor; chairman 
membership committee, F. T. Stanford, 
Toronto; chairman publicity committee, 
H. C. Henderson, Toronto; additional 
members of board of directors, O. B. 
Shortly, Toronto; S. C. Vinen, Toronto; 
P. A. Wintemute, Hamilton. 


Policyholders in Session 


Policyholders of the State Mutual Life 
of Massachusetts. held their annual meet- 
ing at the home office Monday and 
Tuesday of this week, the general agents 
of the company holding a meeting of 
their organization at the same time. Most 
of the company’s general agents and 
many agents journeyed to Worcester for 
the meeting. The executive committee 
of the General Agents’ Association held 
its mid-year meeting. 


Work on Home Office Addition 


Work is nearing completion on the 
home office addition of the State Mutual 
Life of Massachusetts, the new unit to 
be ready for occupancy by May 15. 


Three Promotions Made in 
Brooklyn National Staff 





VICE-PRESIDENTS ELECTED 





Directors Promote Graham and Ladue 
to Executive Posts, Selser to 
Assistant Secretary 





Three additions to the official ranks oj 
the Brooklyn National Life were made 
at the quarterly meeting Jan. 21. Ben 
S. Graham and Frederick W. Ladue be- 
come vice-presidents, and George Sel- 
ser, assistant secretary. All three have 
been with the company several years, 
Mr. Graham being one of the organizers 
He has been assistant secretary. 

Mr. Ladue becomes agency vice-presi- 
dent, having been superintendent oi 
agents since October, 1927. He has 
been in insurance since the war, going 
with the Travelers after service, first 
as a field assistant in Georgia, Cali- 
fornia, Massaschusetts and New York 
And later as special representative and 
then assistant manager of the New York 
City branch. He left this post to be- 
come superintendent af agents for the 
Brooklyn National. 





Mr. Selser was formerly with the 
Manhattan Life 14 years, prior to his 
three years with the Brooklyn National 
as cashier. 

The company’s annual report shows 
a good year. Despite operations in the 
heart of the section which most felt the 
stock crash, paid busines for the year 
was $8,840,000, compared with $8,023- 
000 in 1928. Insurance in force is $17- 
773,000, compared with $13,234,000 at 
the end of 1928. 


File New Suit in St. Louis 
Over “Emancipator” Policy 





ST. LOUIS, Jan. 23——Lewis B. Teb- 
betts of St. Louis, formerly a sub-agent 
for the Lincoln National Life, has filed 
suit for $19,800. He claims $14,800 as 
commissions for business submitted 
under the “Emancipator” policy form 
which the company declined to iss 
and an additional $5,000 damages, on the 
grounds that the company discharged 
him a week ago without giving the stip- 





ulated one month’s notice. 

Mr. Tebbetts sets forth that he ev- 
tered into a broker’s or sub-agent cor- 
tract with the Lincoln National Life 
through its St. Louis agency, of whic! 
James P. Sullivan is general agent, and 
that the company agreed to accept all 
business he could sell under the “Emat- 
cipator” form, which Mr. Sullivan claims 
to have originated. Mr. Tebbetts state: 
that he submitted $1,070,000 of bus 
ness on the “Emancipator” form, which 
the company declined to accept. 

Mr. Sullivan several days ago filed 
suit to restrain the Lincoln Natiom 
from withdrawing from the St. Louw 
territory or otherwise restricting the 
of this policy form by himself and hs 
sub-agents. While his own petition ¢ 
not demand specific damages from t 





company, he indicated that such act 
probably would follow. 





Additional Figures on 1929 Business 

















R. Bolen, Columbus. 









> 
Inc _ 
New Paid for Increase Ins.in Force fro 
Bus. 1929 from 1928 Dec. 31, 1929 mee. ‘M, 19 
PE BE psktstacbaseedie awd $1,105,807,742 $95,426,345 $3, 789, 949, 199 212,006 
American National ........... 3, 330 129,781 17,768,752 
Berkshire a eee 27,209,025 4,637,243 219,216,722 
CE ME, Bn nc dccececeoese 25,137,413 1,373,725 190,825,930 3 
Central feeten Pbsseoceseenes 18, 666, 099 1,166,798 102) 872, 120 
Bangas City Life.....cccccsce 106, 190; 464 23,355,472 432,633,508 
Manufacturers, Canada ....... 93,396,730 6,074,118 504,481,203 
PE DE Mio ccccseccevece 87.201,61'1 10,264,947 164,594,588 
Occidental Lilfe ...ccccccccccs 28,130,520 4,408,562 150,652,756 
Protective Life, Ala........... 22,252,535 7,475,367 69,708,308 
Southern States Life, Ga...... 14,808,614 524,492 68,167,525 
Union Labor Life, D. C..... ae 11,412) 372 —15,384,960 44,492,150 
Volunteer St. Life, Tenn 14,322,777 —1,459,333 97, tty 057 
WOReeer BAGO, Bbccccesecsccsece ,200 85,131 620 "500 
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INTERESTING 
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WRITE OR PHONE 








CALIFORNIA 
Lox AnGetrs 
Leon A. Soper 
Commercial tach. Bldg 
Saw Francisco 
Clarence W. Peterson 
Standard Oil Bidg 


CONNECTICUT 
Hartrorp 
Corbett & May 
79 Elm Street 
Clayton W. Welles 
49 Pearl Street 


GEORGIA 
ATLANTA 
Walter D. Phillips 
ims Rhodes-Haverty 


ILLINOIS 
CHicaco 
Robert A. Judd 
Midland Bldg 


INDIANA 
Fort Wayne 
E. C. Ungemach 
People’s Trust Bldg 
INDIANAPOLIS 
L. G. Ferguson 
Mever-Kiser Bank Bldg 


IOWA 
Davenport 
L. M. B. Morrissey 
Kahl Bldg 
Des Moni 
Will D. Bow le 
Valley Natl Bank Bldg 


KENTUCKY 
Lousvi I 
G. L. McDonald 
Starks Bldg 


MAINI 
PorTLaND 
George S. Ellis 
Casco Bank Bldg 


MARYLAND 
Battimort 
A.W. Peake 
Marvland Trust Bldg 


MASSACHUSETTS 

Boston 

WN. Watson 

Chamber of Commerce Bldg 
SprINGrieLD 

W. B. Robbins 

Securigy Bldg 
Worcester 

H. G. Reese 

Central Bldg 


MICHIGAN 
Detroit 
Joc C. Caperton 
First Nat | Bank Bldg 


MINNESOTA 
MINNEAPOLIS 
Jay E. Williams 
Plymouth Bidg 
Sr. Paut 
] A Corcor in 
Pioneer Bldg 


MISSOURI 
Kansas City 
W. D. Ryan, Jr 
Sharp Bldg 
Sr Lovuss 
Edward J Burkley 
La Salle Bldg 











FACTS ABOUT THE PHOENIX MUTUAL 








nod 


Where to buy 
Life Annuities 


WHEN a prospect wishes to buy a Life Annuity, he is 
interested primarily in just two things: the financial 
stability of the Company which is going to guarantee it 
and the attractiveness of the available yield. 

Of financial stabilicy, what further proof is needed of a 
125 million dollar corporation, than its record of more 
than 78 years of public service and the evidence of public 
confidence demonstrated by the fact that the amount of 
Single Premiums paid to it each year for Life Annuities 
has steadily increascd from $900,000 in 1923 to more 
than $4,500,000 in 1928. 

As for yield, the return on such annuities placed with 
the Phoenix Mutual on male lives ranges from 9.8% at 
age 60 to 13.8% at age 70 — and on upwards. 

Further information on any form of Life Annuity will 
be gladly furnished at your request. Write for a copy of 
our booklet, “How to Increase Your Income Without 
Sacrificing Security” 


PHOENIX. MUTUAL 


LIFE INSURANCE COMPANY 


HOME OFFICE 






HARTFORD CONN 











WRITE OR PHONE 





NEW YORK CITY 
L. H. Andrews 
41 Maiden Lane 
Alexander Cowen 
342 Madison Ave 
J. H Kull 


1775 Broadway 








NEW YORK STATE 

ALBANY 

Ralph S. Butler 

66-68 State Street 
BurraLo 

Pierce & Lee 

Liberty Bank Bidg 
Rocnestt R 

A C Edmonds 

Temple Bidg 
Syracuse 

Frank Kelsey 

Heffernan Bidg 


NORTH CAROLINA 
Cuarorre 

B. Scort Blanton 

First Nat'l Bank Bidg 


OHIO 

Cincinnati 

McCandless & Spencer 

Ingalls Bldg 
CLeveLanD 

J. H Rutherford 

B F Keith Bldg 
To.epo 

James G. Dunne 

Ohio Bidg 


OKLAHOMA 
Ox anoma Crry 
George C Summy 
Colcord Bldg 


OREGON 
Portt AND 
George D Dryer 
U S$ Nat'l Bank Bidg 


PENNSYLVANIA 
Pi tape puta 
Leonard Held 


Finance Bldg 


PirrspurGcn 
C. Hugh Blair 
Clark Bldg 


RHODE ISLAND 
ProviDENct 
Leach & Dickinson 
Turks Head Bldg 


SOUTH DAKOTA 

WatTeRTOWN 

A.R_ Ferguson 

Citizens Nat'l Bank Bldg 

TENNESSEE 

CHATTANOOGA 

Tom L_ Landress 

Provident Bldg 


Mempnis 
G. M. Anderson 
Exchange Bldg 


VERMONT 
RvuTLanp 
C. P. Barlow 
80 West Street 


VIRGINIA 
Norro.x 
Coleman Bros 
Dickson Bidg 


WASHINGTON 
SeaTTLe 
S. Berne Carlton 
Stuart Bidg. 
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Another Suit Is Filed in 
Federal Reserve Squabble 





ASK JUDGMENT FOR _ $365,840 





Company Takes Action Against Former 
Officials Charging Conspiracy 
in Stock Sale 





KANSAS CITY; KAN., Jan. 23.— 
Charges that a group of former offi- 
cials of the a Reserve Life of 
Kansas City, Kin., entered into a con- 
spiracy to manipulate transfer of stock 
in a fraudulent manner, were made in 
a suit filed in the Wyandotte county 
district court by the company itself. A 
judgment for $365,840 is asked, the pe- 
tition alleging that much should have 
been turned into the treasury by the 
defendants. 

H. Gregory, organizer and for- 
mer president; his son, R. L. Gregory, 
administrator of the father’s estate; D. 
H. and V. B. Holt, the Reserve Com- 
pany, a holding company; E. W. Mer- 
ritt, Jr., and Massey Wilson, former 
presidents; Herndon, former 
deputy insurance commissioner, and C. 
H. Willbrand, lawyer, are defendants. 


Charge Continuous Conspiracy 


The petition charges that the alleged 
conspiracy was a continuing one, orig- 
inally planned by the Gregorys and the 
Holts, but later expanded by taking in 
the Reserve Company and Messrs. Mer- 
ritt, Wilson and Herndon. The group 
of defendants was in control of the 
Federal Reserve, and acquired about 
16,000 of the 30,000 shares of stock. 

These 10,000 shares, the petition says, 
were disposed of at a higher price than 
paid for, the difference, $365,840, never 
having gone into the treasury, where 
it belonged. 


Former directors “were mere pegs, 














E. A. Woods Company 
Pays for $84,228,570 


The Edward A. Woods Com- 
pany, Pittsburgh general agent of 
the Equitable Life of New York, 
under the direction of William M. 
Duff, president and manager, paid 
for $84,228,570 of new business in 
1929, an increase of $12,000,000 or 
16 percent over last year. It has 
now $680,319,312 of life insurance 
in force, which is exceeded by only 
about 20 of the 264 life insurance 
companies which are operating in 
the United States. The Woods 
agency is for $100,000,000 
paid-for production in 1930, which 
marks its golden jubilee year. The 
agency has five $1,000,000 produc- 
ers: M. J. Donnelly of New Cas- 
tle, W. ‘E. Graham and J. M. 
Pfeil of Pittsburgh, L. A. we 
of Youngstown and T. P. W: 
of Corry, Pa. 














moved and to be moved from hole to 


hole as might be determined and de- 


sired by the defendants or any of them,” 
the petition charges, and it is claimed 
they unconsciously or consciously sub- 
mitted to the conspiracy. 

The petition holds all the defendants 
jointly and severally liable. D. H. Holt, 
former trustee, is charged with receiv- 
ing a large unknown sum while acting 
in that capacity for the company. money 
which, it is claimed, the company failed 
to receive. 


United Kingdom Appointment 
The Confederation Life announces 
that J. R. Hynes is appointed chief clerk, 
agency department, for the United 
Kingdom. Mr. Hynes joined the Lon- 
don office in 1916 as assistant cashier, 

and was appointed cashier in 1918. 





Woodmen of the World 
Examination Report Filed 





FRASER PAID $36,000 A YEAR 





Assets Set at $93,114038—Adult Mem- 
bership Totals $475,140—Four State 
Departments Participate 





LINCOLN, NEB., Jan. 23.—Examin- 
ers of the insurance departments of 
Texas, Kentucky, Iowa and Nebraska 
have filed their report of the Woodmen 
of the World, as of April 30, 1929. The 
chief point of criticism is the placing in 
the general and expense fund of $735,- 
498, which represents the net income 
from the headquarters building at Omaha 
for three years. This should be credited 
to the reserve fund out of which the 
structure was built. 

Gross assets of $93,480,094 were found, 
and admitted assets of $93,114,038. The 
order has 457,140 adult membership upon 
whose lives $578,103,000 has been issued 
and 18,604 juveniles carrying $3,888,000, 
average policies being $1,263 on adults 
and $209 on children. The average costs 
of management range from $1.32 per 
member in 1926 to $1.36 in 1928. Man- 
agers’ salaries and special compensation 
and ‘prizes brought expenses to $485,359 
for the year. Fraser, sovereign 
commander, draws $36,000 a year; De E. 
Bradshaw, general counsel, and John T. 
Yates, $20,000 each; J. E. Fitzgerald, 
general auditor, $10,000; A. D. Cloyd, 
medical director, $12,000; T. E. Patter- 
son, advisor, $8,000; Morris Sheppard, 
banker, $6,000. 

The field men or managers and assist- 
ants of the various states are paid sal- 
aries, ranging from $25 to $350 a month. 
They also receive expenses for traveling, 
as well as commissions on personal 
business and overwriting. The commis- 
sions to managers range from $175 to 








Some Broadcasting Done 


for Life Insurance Day 





GRAHAM SPOKE IN NEW YORK 





Hartford, Baltimore and Philadelphia 
Sent Messages Through the Air 
During Thrift Week 





NEW YORK, Jan. 23.—Vice-Presi- 
dent W. J. Graham of the Equitable Life 
spoke Wednesday over the radio from 
station WGBS on the advantages of life 
insurance but this was to be the only 
effort of the sort from any New York 
station on life insurance day during 
the present national thrift week. R. B, 
Hull of the National Association of Life 
Underwriters together with members of 
the National Thrift committee had sev- 
eral conferences with the National 
Broadcasting Company officials but was 
unable to get time on any one of the 
big stations. In Hartford over the 
Travelers station, James A. Beha, for- 
mer insurance commissioner of New 
York and now president International 
Germanic Trust Company, spoke. Balti- 
more heard life insurance advice from 
CAO and Pittsburgh from KDKA. I: 
is understood that some stations were 
used in Philadelphia. 








$6,000 per year, one exception being that 
of a Texas manager, who earned $10,770 
a year in 1926. 


The order is licensed in 42 states, Dis. | 


trict of Columbia, Porto Rico, the canal 
zone and Mexico. Investments 
$88,179,000, of which $27,252,000 is in 
Texas. 


Vv. Webner Wiedemann 
Mr. Wiede- 


Mr. and Mrs. 
announce the birth of a son. 
mann is divisional manager in Kansas 
City for the Sun Life of Canada. 











OVER 


$25,000,000 


PAID TO POLICYHOLDERS 
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THE WESTERN And SOUTHERN 


LIFE INSURANCE COMPANY 


W. J. WILLIAMS, President CINCINNATI, OHIO 


What we did in 1929---the Year of Our Greatest Progress 


Gain in Insurance im Force. ...................00000. $74,927,918 

ed ais oe ia wacue setae $12,269,683 

i a ed es ede ibekoaweeeed $ 9,578,097 
We Now Have 

SS Te $777,742,822 

ie ad i ee he eae aes cmes $102,970,757 

ee Ot I, is is ceeceneeseedueesaes $ 12,051,072 





FINANCIAL STATEMENT, DECEMBER 31, 1929 





ASSETS LIABILITIES 
nn ee eT NCR lag ant otter eames on extetentiog pelttes.......... $ 89,169,978.13 
RR OS IN a on ccccsncccansacsecageesscaceses 3,408,368.25 remiums and interest paid in advance.................. 432,346.30 
Cash in banks, government and municipal bonds.......... 8.003,784.08 Taxes (1929) and all other items.....................000 1,317,360.96 
Accrued interest on bonds and loans..................... 1,630,850.34 EE i ae acs ani ennaauaneawesbou 12,051,072.39 
Net uncollected and deferred premiums.................- 1,723,623.19 
MEE hb backs deabeiiadendensaeiedaeesedsbaenabekiee eae $102,970,757.78 Msi teaktnk aden paeeebrch cbaneaenenakamseeseueel $102,970,757.78 
FIVE YEARS’ PROGRESS 

YEAR POLICIES IN FORCE INSURANCE IN FORCE ASSETS 

1924 1,671,557 $391,193,848 $ 47,866,964 

1929 2,639,000 $777,742,822 $102,976,757 





The American Liability and Surety Company 


W. J. WILLIAMS, President 


CAPITAL AND SURPLUS...............$1,484,720.89 


Automobile Health and Accident General Casualty Burglary Insurance Fire and Theft Property Damage 
Collision Tornado Plate Glass Auto Liability Fidelity and Surety Bonds 


WM. C. SAFFORD 


Vice President and General Manager 


Home Office: Temple Bar Building, Cincinnati 





The Western and Southern Life Insurance Company 
The American Liability and Surety Company 
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Opportunity 
Beckons! 


Men of ability and character, 
who are willing to give all 
they have to the organization 
and development of territory 
in the service of the 


SPRINGFIELD 
LIFE 


who are ambitious to enlarge their personal in- 
come tremendously, are invited to get into touch 
with the home office, at Springfield, IIl., at once. 



























All Standard Policies written, with or without 
Permanent Disability, Premium Waiver and 
Double Indemnity. 


$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insurance 
for children, age six months up, and the same 
life insurance proposition is available to adults 
—age one day to 60 years. 


Big Money for the 
Go-Getter 


Send your inquiry directly and now, to 
A. L. HererForp, President 


SPRINGFIELD LIFE 


INSURANCE COMPANY 


SPRINGFIELD, 
ILLINOIS 


Buckner in Harness for 50 Years 





Just 50 years ago a 15 year old lad 
entered his father’s agency in Milwaukee 
as office boy, determined to fit himself 
for a share in his father’s honors as a 
distinguished member of his company’s 
field organization. Today, that young 
man, who is Thomas A. Buckner, senior 
vice-president of the New York Life—is 
68 years old and never in his life more 
active than now. In his honor the 11,000 
agents of his company are staging a 
drive for a new record production dur- 
ing the first quarter of 1930. 


Endeared to Organization 


Trained by long service under a father 
of equal repute in his day, this agency 
head of the New York Life has not 
fallen away from the field, despite his 
long service in the home office. He is 
still in personal contact with the veter- 
ans of the Nylic organization and is 
acquainted with a surprising number of 
the field force. And he is endeared to 
the entire organization by that unique 
personality which does not require per- 
sonal contact to create its admiration and 
respect. 

The Buckner family is an unusual one 
in life insurance. The father, Walker 
Buckner, Sr., was New York Life gen- 
eral agent at Milwaukee and contributed 
much to the early development of the 
company. Walker Buckner, Jr., went 
through the field ranks into the home 
office, where he is now a vice-president. 
Sam Buckner followed in his father’s 
footsteps in Milwaukee, retiring not 
long ago as inspector of agencies. 


Saw Opportunity in Selling 


The third son given to the New York 
Life by this pioneer in the field was the 
T. A. Buckner who is now senior vice- 
president, having come 
ranks on his own initiative, without in- 
fluence of his family. His life is not a 


partment, but rather one of persistent 
promotion through unstinted effort, 
earned with a display of ability and en- 
ergy. T. A. was an ambitious lad, not 
long satisfied to remain as office boy. 
He soon saw the opportunities in sales 
work and of his own accord endeavored 
to sell some of his friends. These early 
advances in sales endeavor were unfruit- 


through the | 


story of phenomenal advance from office | 
boy to chief executive of the agency de- | 


ful, and pérsistent rejections cooled his | 





THOMAS A. BUCKNER 


early ardor. His ability and ambition 
attracted others’ attention, however, and 
one of the leading agents of the com- 
pany, Gilbert A. Smith, undertook to 
pilot him successfully through a sale to 
a friend who had only a few days pre- 
viously turned him down. That created 
in the youth a respect for real sales 
ability and he then undertook his de- 
velopment along more scientific lines. 
Goes to Other Fields 





He soon caught the eye of the home 
office and “Buckner service” was en- 
listed for other fields than Milwaukee. 
|T. A. Buckner went first to Wichita, 
| then to Kansas City and finally to Chi- 
cago, where he became inspector of 
agencies in charge of western territory. 
| In 1898, a mere youth among the busi- 
ness men of those days, for he was only 
| 33 years old, he was called to the home 
office as assistant to George W. Perkins, 
| then head of the agency organization. 
In 1904, when 39 years old, he succeeded 
| to the post held by Mr. Perkins, thus 
| heading one of the largest agency or- 
| ganizations in the country though not 
yet 40 years old. 








Peoria Life Managers Meet 
in Home Office Conference 





Managers of the Peoria Life held their 
annual conference at the home office to 
lay plans for 1930 production. Walter 
E. May, vice-president, and George B. 
Pattison, secretary and actuary, re- 
ported that 1929 was the most successful 
year in the company’s history in new 
paid business approximating $40,300,000 
and net increase of insurance in force, 






































about $28,000,000. The Peoria Life now 
has over $190,000,000 in force, and Presi- 
dent Emmet C. May estimates that the 
$200,000,000 mark will be reached by 
March 1. Mortality record and increase 
in assets were satisfactory, the conser- 
vative investment policy was reflected 
in the small depreciation of securities, 
and the ratio of actual to expected mor- 
tality was at the low mark of 48.8 per- 
cent, yielding 51.2 percent savings in 
mortality. 
May Outlines Subjects 


President May announced the general 
topics, as follows: Increasing man 
power, developing agents, supervision 
and the manager’s job. W. E. Starrett, 
Illinois supervisor, discussed selecting 
new agents, and R. M. Halgren, Indiana 
manager, spoke on selling the job to 
the prospective agent. Under the sec- 
ond head, the speakers were: E. B. Sei- 
del, Iowa supervisor; T. H. Young, 





| home office supervisor; Frank Walker, 
Los Angeles district manager; Merle 
W. Dancy, California supervisor. “Su- 
pervision,” was discussed by Alden C. 
Palmer, Pennsylvania supervisor; W 
H. Logan, Nebraska manager; Joseph 
L. Drahos, Cedar Rapids manager, an¢ 
W. H. Luelen, Kansas manager. 
Diseuss Manager's Duties 

H. E. Van de Walker, Michigan 
manager, discussed the subject, “The 
Manager’s Responsibilities,” which was 
amplified by T. A. Stamp, Texas man- 
ager; and Glenn S. Kies, Ohio super 











visor. 

W. H. Luellen received the “Service 
Trophy” for the highest percentage 0! 
total renewals, Alden C. Palmer © 
Pennsylvania won the “Presidents 
Cup” for the highest percentage © 
quota of written business, and P. H. 
Huffstetler received the “Conservation 
Trophy” for the highest percentage 0 
second year renewals, thus winning the 
cup for his agency the third year in suc 
cession. 

Managers were guests at a banquet 
Alden C. Palmer being toastmaster. Ke 
gional meetings are to be held on the 
subjects developed at Peoria. 


Wrote Over Billion 


A typographical error in the table last 
week showing new business written ™ 
1929 credited the Equitable Life of New 
York with $1,041,690. This should have 
been $1,041,690,486. 
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Continental American 
Holds Agency Meeting 





NEW POLICY IS MAIN TOPIC 





James A. Fulton and Dr. C. J. Rock- 
well on Program in Addition to 
Company Men 





WILMINGTON, DEL., Jan. 23.— 
Tremendous increases in business as a 
direct result of the new “family income 
policy” announced at the opening of the 
year were announced by officers of the 
Continental American Life at its annual 
agency conference here, consideration 
of the many phases of that new policy 
featuring the two-day convention. Busi- 
ness for the first half of January in- 
creased 200 percent over the same pe- 
riod last year—and the average size of 
policies written jumped to more than 
$10,000. 

Arthur B, Cheyney, leading producer 
of the company in 1929 and in the mil- 
lion-dollar class, was chairman at the 
first session. Agency Vice-president 
George Martin told of the application 
of the new form to insurable needs. He 
spoke of the average expenditure for 
insurance by the average man and then 
illustrated what could be purchased by 
this sum under various plans. 


Rockwell Gives Two Talks 


Charles J. Rockwell, noted insurance 
educator, was present and spoke twice, 
first outlining the merits of the new 
form of policy in the complete program 
of insurance coverages and later talking 
on “Prospecting.” Mr. Rockwell said 
that all men think on an income basis 
and that naturally some such plan falls 
into the plan of budgeting present and 
future incomes. 

James A. Fulton, president of the 
Home Life and former agency vice- 
president of the Continental American, 
was present and spoke in praise of the 
new torm, 

President Philip Burnet spoke at the 
banquet on the genesis and development 
of the new policy, telling of the statis- 
tical and actuarial background which 
led to its discovery. He stressed the 
fact that men do not buy amounts of 
insurance but rather spend amounts of 
premium, and thus a plan which gives 
them a maximum for the average 
amount they will probably spend appeals 
much more than one which seeks an in- 
crease in outlay. 

Production figures announced at the 
banquet showed three agents now in the 
million-dollar class and 13 in the $750,- 
000 class. The three leaders were Ar- 
thur B. Cheyney of Philadelphia, who 
paid for $1,250,000, John E. Harris of 
Reading and Cummins E, Speakman of 
Wilmington. 





Goodwin Field Instructor 


John N. Goodwin is appointed field 
instructor for the Equitable of New 
York in the department of training, and 
g0es to the home office in conservation 
work, He has ben district manager at 
San Diego under the Kellogg Van 
W inkle agency since 1925, and has been 
active in the he Francisco Association 
of Life Underwriters. 


Vice-President Carter Dies 


DL William Carter, vice-president of 
= State Mutual Life, died suddenly at 
‘ orcester, Mass., Tuesday of heart dis- 
case. He entered the service of the 
tate Mutual Life as a clerk in 1887. He 
’ecame successively cashier and assist- 
ont secretary and was elected secretary 
= 1010, He was elected a director in 
in —* vice-president and secretary 





reiangente’ Earnings”—a study of the 
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Three Leaders in Business 
Pay Tribute to Lawrence 





RELIANCE LIFE GATHERING 





Whatley, Weiss and Newman of Rival 
Companies Speak at Chicago 
Agency Banquet 





An unusual celebration and banquet 
was held by the Chicago agency of the 
Reliance Life Jan. 21, in that three out- 
standing agents of other companies 
gave addresses, two of whom are mil- 
lion dollar producers and the third the 
leader of all life agents in this country. 

It was all a testimonial to Manager 
Thomas F. Lawrence of the Chicago of- 
fice upon the remarkable 1929 record, 
when near the close of the year the staff 
began hitting a $9,000,000-a-year clip. 

National President Speaks 


S. T. Whatley, Aetna Life general 
agent in Chicago and president of the 
National Association of Life Underwri- 
ters; Robert C. Newman, big producer 
of the Missouri State Life in St. Louis, 
and Nathan H. Weiss, one of the stars 
of the Hintzpeter agency of the Mutual 
Life of New York, all paid their respects 
to Manager Lawrence, testifying to a 
friendship so strong that it pulled them 
into their competitor's camp. Mr. 
Whatley formerly was home office man- 
ager for the Reliance in Pittsburgh, 
where he established the foundation of 
his reputation. 

In addition there were six other 
speakers on the formal program, includ- 
ing Vice-president E. J. McCormack of 
the Reliance; W. L. Wilhoite, superin- 
tendent of agencies; Gerald V. Cleary, 
“millionaire” of the Reliance staff in 
Chicago who wrote $500,000 in Decem- 
ber; N. A. Feinstein, veteran agent of 
25 years’ experience. 

December Volume $760,000 


Mr. Lawrence announced that the 
agency paid for $760,000 in December, 
thus giving promise of a production near 
$10,000,000 this year. Mr. Cleary of- 
fered to write a fifth of this, and told 
the staff it could reach the goal if it 
had “the will to win.” Frank Loomis, 
editor of a Chicago insurance column 
addressed the group. 


Old Friends Tells Methods 


Mr. Whatley said, “The big thing 
we agents are doing is selling ourselves. 
That is what I learn from outstanding 
producers. I never yet have heard one 
that could tell just how he did it, but 
if I listen carefully I usually find out 
why he succeeds.” 

Mr. Newman, an old friend of Mr. 
Lawrence, told of his peculiar selling 
methods, soliciting only personal friends, 
and then often by an indirect method in 
which he avoids the subject of insur- 
ance. He said he has received tips pro- 
ductive of about $35,000 in premiums 
from a Chicago friend and policyholder 
with whom he never discusses life in- 
surance. This man has called up Mr. 
Newman twice to give him $100,000 per- 
sonal insurance each time. 

Mr. Weiss advocated “taking into our- 
selves the things that have color.” He 
says, “We must bear in mind that the 
average person is swamped all day long 
by commonplace things, and we must 
color our presentation and paint a pic- 
ture. Our obligation to our fellow men 
is far more important than we are to 
ourselves.” 

The Chicago staff has been more than 
doubled in the year since Mr. Lawrence 
took hold and another record is expected 
this year. 


Weirick Named at Indianapolis 


Horace K. Weirick becomes general 
agent at Indianapolis for the State Mu- 
tual, succeeding C. F. Davis, who has 
resigned to take care of personal pro- 
duction. Mr. Weirick has been six 
vears in life insurance. 
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$100,000,000,000 of life insurance was in force, 
at the end of July, 1929, in the legal reserve 
companies of the United States, num- 
bering about 300. Over $7,000,- 
000,000, or more than ONE- 
FOURTEENTH, of this 
total is in this 
Company. 


NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY. President 
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TRAVELERS FIGURES SHOWN 





Some High Spots Noted in the Annual 
Financial Exhibit at the Di- 
rectors Meeting 





HARTFORD, CONN., Jan. 
During last year the Travelers paid to 
policyholders and beneficiaries of policy- 
holders 975,000 checks and bank drafts 
under various lines of insurance written 
by the three companies, it was reported 
at the annual meeting. The total amount 
paid in policy benefits was $94,761,245, 
bringing the aggregate amount paid 
since organization in 1864 to $829,850,- 
796. 

Assets of the Travelers amount to 
$607,292,230, with assets of the indem- 
nity company amounting to $22,047,450 
and the fire company, $14,694,864. The 
increase in assets of the companies last 
year was $53,890,139. 

The total amount of life insurance in 
force is approximately $4,750,000, with 
the total premium income from all lines 
of the three companies amounting to 
$184,550,519. The income of the three 
companies from interest, dividends and 
other sources other ‘than policy pre- 
miums during last year amounted to 
$29,374,572, making the grand total of 
income of the three companies from all 
sources, $213,925,091. 
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North American Life 


The North American Life of Chicago 
is increasing its capital. It is reissuing 
10 shares at a par value of $5 each for 
each one share of a par value of $50. 
Stockholders are given the right to pur- 
chase the new stock issue at $20 a share. 
The board of directors has declared a 
dividend of 20 percent, 10 percent to be 
paid in January and 10 in July. 





AMERICAN SAVINGS GROWS 





Indianapolis Company Is Featuring the 
Monthly Payment Plan in Its 
Premium Budgeting 





The American Savings Life of Indian- 
apolis closed its first year with $5,262,000 
in force. Its November business was 
$1,125,000 and its December $1,365,000. 
January will go beyond those amounts. 
The company was organized by C. W. 
Folz, vice-president and agency man- 
ager, and R. L. McKechnie, secretary, 
both of whom were officials of the old 
Public ‘Savings Life. Mr. Folz is the 
production and contact man of the Amer- 
ican Savings while Mr. McKechnie is the 
inside man. 

The company features the monthly 
payment plan. Its premiums are $1 a 
month or some multiple of $1. The 
premium is always thus in regular units 
of $1 but the variation comes in the 
amount of insurance, it being regulated 
by age and type of policy. It has the 
longer period payment if the policy- 
holder desires it. 

The American Savings delivers all 
policies by mail and collects all pre- 
miums by mail. Its agents are relieved 
of all that work although a renewal com- 
mission is paid. Field men are used for 
conservation and reinstatement work. 





Northwestern National Life 


Despite the 1929 slump, the Dec. 31 
market value of the bonds and stocks 
owned by the Northwestern National 
Life of Minneapolis was $123,387 greater 
than their book value listed in its finan- 
cial statement, President O. J. Arnold 
pointed out in a message to the agency 
organization. Bonds valued at $16,- 
314,416 and stocks at $102,417 have mar- 





ket values of $16,369,154 and $171,066, 
respectively. Contingency reserves of 
$977,908 plus $2,633,973 surplus to pol- 
icyholders gives a total of $3,611,882.39 
surplus funds. 





Pacific Mutual Life 


George I. Cochran, president of the 
Pacific Mutual Life, announces that, 
continuing the capital-expansion pro- 
gram begun last August and mapped 
out for ten years, the company will 
offer, subject to ratification at the an- 
nual meeting Feb. 11, one additional 
share at $50 for every ten shares held 
to stockholders of record Feb. 8. The 
new rights will expire June 30 and will 
be ready for issuance after Feb. 11. The 
new stock will pay dividends from the 
date the rights are exercised. The ex- 
piration date was set far enough ahead 
to permit all stockholders to take ad- 
vantage of the offering. No fractional 
shares will be issued. 





Occidental Life 


The Occidental Life of Los Angeles 
has increased its annual dividend rate 
from 14 to 16 percent. This makes the 
eighth consecutive annual increase in 
dividends. Earnings on the outstanding 
stock for 1929 were reported as $51.60 
per share. 


Now Federal Life & Casualty 


The Federal Casualty of Detroit has 
declared a stock dividend of $50,000, 
making its capital $400,000. Inasmuch 
as it amended its charter to write life 
insurance, its name has been changed to 
the Federal Life & Casualty. 





Life Company Notes 
The Bankers National Life has entered 
Wyoming and Arkansas. 
The American Home Life of Maryland 
has been incorporated. 
The Service Life of Lincoln, Neb., has 
been licensed in Montana. 








Mutual Aid Man Given 2 


Sentence of Two Years 





Omer W. Capps, organizer of a group 
of mutual benefit associations in Illi- 
nois and other states, was sentenced by 
United States Judge Wham in East St. 
Louis to serve two years in the federal 
reformatory at Chillicothe, O., for using 
the mails to defraud. Capps pleaded 
guilty last November. 

In pronouncing sentence, Judge Wham 
said: “This case involves a business of 
greatest vital concern to more people 
than any other. Life insurance affects 
all people who expect to provide for 
their dependents. It plays an extremely 
important part in the home life and the 
economic life of the nation. The opera- 
tions of the defendant in this case are 
likely to awaken a distrust of life insur- 
ance.” 

The charge was based upon transfer 
of insurance certificates of 2,245 per 
sons, each more than 70 years of age, 
to membership in the Waleen & Ari 
zona Aid Association which Capps or- 
ganized after the Illinois insurance de- 
partment refused to permit Capps’ Ill. 
nois company, the Waleen Mutual, t | 


a al 





insure the old people. His companies 
are said to have unpaid claims amount- 
ing to $18,000. 

Examination of the Arizona company |_| 
revealed that $30,408 was collected from 
members and $19,133 paid in claims, [7 
while $12,775 was charged for operating | 
expenses, in the period May 1, 1928, to 
June 4, 1929. Under articles of incor- fF 
poration the company was limited to )7 
$5,000 operating expenses. ; 


Management Association Book 


The proceedings of the 1929 annual 
meeting of the Life Office Management 
Association have been published in book 
form. Non-members can secure a copy | 
for $5 by addressing the secretary, F. L 
Rowland, Lincoln National Life, Fort 
Wayne, Ind. 















































Rated “Excellent” by 
Best's 


Complete Accident Coverage, 
Including Policies on Children 





SS 


Training School Facilities 


LLL 


Home Office Assistance 



































Liberal First Year and Non-For- 
feitable Renewal Commissions 





Over $12,000,000 


Non-medical on Men and 
Women 


AN 


Sub-Standard Risk 
Contracts 


KW, 


Plans with Low Net 
Cost Features 
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What’s Ahead in 1930? 


The nation is asking this question .... | i 
large enterprises....individuals.... 


Have you asked yourself this question? 


Perhaps 1930 is the year in which you | 
will be graduated to a General Agency 


of your own. 


PILOT LIFE has opportunities that 1 | 


may interest you. 


T. D. BLAIR, Agency Manager 


PILOT LIFE \WWSURANCE Comer 





| 
| ia 
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A. W. McALISTER, President | 
Greensboro, N. C. } 
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TRUST COMPANIES HELP 


Life insurance did not make much of 
a splash in New York papers on Wed- 
nesday, which was Life Insurance Day 
of Thrift Week, but its interests were 
rather lavishly cared for on the finan- 
cial pages by that now allied institu- 
tion, the trust companies. Financial 
pages of New York papers that day 
looked somewhat like special life insur- 
ance issues, with all of the eminent 
trust companies carrying large space in 
which they extolled the virtues of life 
insurance trusts and presented many 
good selling arguments for life under- 
writers. The Equitable Trust Company 
said, “Life insurance has no superior as 
an investment as an incentive to thrift.” 
The Guaranty Trust summed up the re- 
sults of 1929, a record year for life in- 
surance trusts, with $750,000,000 placed 
in trust in the year and well over $2,- 
000,000,000 now in trust under this plan. 

The City Bank Farmers Trust said, 
“The cash requirements of your estate 
may be met through life insurance.” The 
Central Hanover said it “believes that 
life insurance should be your first in- 
vestment.” The New York Trust said, 
“The proper foundation of thrift is ade- 
quate life insurance.” The Brooklyn 
Trust urged, “Protect your life insur- 
ance.” 

x * ‘ 
MeNAMARA’S GOOD RECORD 


Remarkable agency progress is shown 
in the annual report of the John C. Mc- 
Namara agency of the Guardian Life 
in New York, just issued. This agency 
has become a $2,000,000 a month office 
in its fifth year of activity, Mr. McNa- 
mara starting from scratch five years 
ago and paying for $23,501,016 last year. 
He has set as his 1930 goal $30,000,000 
of new business, with $1,000,000 in new 
premiums, which will put his agency 
among the topnotchers in the city. His 
1929 total, an increase of 44 percent 
over 1928, was secured in the bulk from 


AS SEEN FROM NEW YORK 


| By C. C. NASH, Jr. 
= (Nash of the National), 

















full-time men and 100 men paid for 86 
percent of the total. The leading 24 
agents in his office averaged over $500,- 
000 each and the leader, Donald Rus- 
sell, paid for $1,772,000. The first 50 
men averaged $340,000. These 50 men 
had an average per life of $11,296 and 
the first five leaders had an average per 
life of $18,900. Mr. McNamara, who is 
also president of the New York Asso- 
ciation of Life Underwriters, has made 
a remarkable record in agency building. 
x * * 
PENNELL PUTS AGENCY IN LEAD 


Frank Pennell, New York City gen- 
eral agent for the State Mutual Life, 
has added further laurels to his long rec- 
ord of accomplishment in production 
and organization work. In the two 
years since he has increased the agency 
business 200 percent and stepped from 
well down in the column to leader in 
his company’s ranks—besides retaining 
title as a million-dollar producer in his 
own name. This record has _ been 
achieved without the payment of any 
salary, advance of a single dollar or ac- 
ceptance of a single indebtedness on the 
part of his agency organization to the 
office. 

His report for 1929 shows a gain in 
paid business of about $5,000,000 from 
the figure two years ago, when it paid 
for $2,600,000. It also shows a goal 
for 1930 of $8,500,000, with a million- 
a-month production not far in the offing. 

* 


WOMEN AGENCY LEADERS 


Women agents have proven the lead- 
ers in one agency, the H. Mindlin 
agency of the Equitable Life in New 
York City reporting that three of its 
first four leaders are women and the 
outstanding producer is Mrs. Beatrice 
L. Fenster, who paid for $500,000 and 
had a premium total of $17,000. This 
is only the second half-million record 
in the Mindlin agency and both have 
been women. 








Promotions Announced 
by the Fidelity Mutual 





H. Gordon Hurd has been elected 
actuary of the Fidelity Mutual Life to 
serve with J. B. Franks, who continues 
as chief actuary. Homer O. White and 
Esther Johnson have been made assist- 
ant actuaries. Albert G. Tuthill has been 
elected assistant manager of agencies. 

Mr. Hurd entered the actuarial de- 
partment of the Great West Life of 
Winnipeg. Later he was made assist- 
ant actuary of the Great West Life, 
which he left to take a similar post with 
the Fidelity in 1920. 

New Officials’ 


Mr. Tuthill was a Swarthmore man 
and had no difficulty claiming a place on 
the varsity football team. In 1917 he 
became cashier for the Travelers at 
Bridgeport, Conn., subsequently holding 
a similar position in Milwaukee and in 
Philadelphia. He was made a supervisor 
of agencies for the Fidelity in 1922 . 
_Mr. White graduated from Syracuse 
University. He subsequently took courses 
at Columbia University and at the Col- 
lege of the City of New York. He began 
is business career as a teacher of mathe- 
matics in New York state high schools. 
His first insurance experience was gained 
in the actuarial department of the Equi- 
table Life of New York which he left to 
join the Fidelity Mutual in 1920. In 
1927 he was made manager of the actu- 
arial department. 
esther Johnson graduated from Bryn 
“tawr College. She taught mathematics 
tor three years in the Winchester school 
at Pittsburgh. In 1920 she became a 
member of the actuarial group of the Fi- 
Gehty Mutual where her keen ability 


Careers 





Prudential Makes Patton 
Second Vice-President 





Dr. J. Allen Patton, medical director 
of the Prudential, has been made second 
vice-president and medical director. 
Other promotions at the Prudential’s 
home office are: 

Valentine Howell, from assistant ac- 
tuary to associate actuary; Henry Nehr, 
Jr., manager to supervisor ordinary pol- 
icy department; Edward L. Whigam, 
supervisor; Frank A. B. Page, manager 
to assistant supervisor ordinary issue; 
Theodore D. Miller, manager Region D, 
group insurance department, to assistant 
supervisor ordinary agency records de- 
partment; Joseph S. Waterfield, assistant 
manager to manager ordinary policy de- 
partment; Arthur L. Stephans, assistant 
manager to manager ordinary issue de- 
partment; George E. Rogers, Jr., as- 
sistant manager to associate manager 
ordinary issue department, and Alfred E. 
Hosier, assistant manager group records 
department, to manager Region C, group 
department. 


New York Hearing Postponed 


Superintendent Albert Conway of New 
York postponed the hearing scheduled 
at the New York City office of the depart- 
ment Jan. 21, regarding proposed change 
in the minimum valuation standard for 
annuities, to Jan. 28. A conflict of speak- 
ing dates in the schedule of the superin- 
tendent is responsible for the change. 








soon attracted attention. Miss Johnson 
has been since 1926 one of the few wo- 
men to have a fellowship in the Actu- 
arial Society of America. 








Life insurance 
is a valuable complement 
to an investment program 
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Used as a savings and investment plan, life insur- 
ance is giving financial independence to thousands. 
From the viewpoint of availability for every indi- 
vidual, safety and permanent value, certainty of 
return, easily carried cost, and control by the investor 
—it is a solid rock on which to build personal and 
family security. 

If liquidation is necessary or desirable, you re- 
ceive a definite income regularly, and your insurance 
is continued without further payment. 


If financial accommodation is needed, your policy 
can be used to tide you over. 


Your beneficiary will receive in full the amount 
you have decided upon, no matter how few payments 
you have made. 


If you live, you will receive the amount yourself. 


A mutual com- 
pany returning 
annual divi- 
dends, and offer- 
ing a policy for 
every need. 





LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 























Salesmen 
Increase Your Income! 


Insurance, Stock, Real Estate and 
Bond Salesmen 


can earn from two to five times the money now 
earned by selling our special participating pol- 
icy where the policyholder participates fully in 
the profits of the company along with the stock- 
holders. Previous experience in selling life 


insurance is not necessary. 


If interested write direct to Wilbur Wynant, 
president, 


STATE LIFE OF ILLINOIS 


HOME OFFICE 


332 South Michigan Ave. Chicago 
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Lengthening Shadows Bring No Fear 


One of the most tragic experiences 
in modern life in its business aspects 
which reaches far down the line into 
the homes is the tendency on the part 
of employers to demand young men in 
their enterprises. In the various of- 
fices of THE NATIONAL UNDERWRITER to 
which hundreds of people go each year 
for suggestions as to possible positions 
the difficulty for men from age 45 on 
to secure remunerative employment is 
most notable. If a person by chance has 
established himself well with his em- 
ployers and his efforts are such as to be 
commended he is continued in his posi- 
tion. If perchance, however, he loses his 
position, perhaps by consolidation or 
some other contingency or mishap for 
which he is in no way responsible, he 
then is confronted with an obstacle that 
is almost unsurmountable. In many 
cases there is a dead line that is de- 
finitely laid so far as age is concerned 
and no new employe is taken whose: 
shadow falls beyond it. 

A few weeks ago THE NATIONAL UN- 
DERWRITER referred to the very desirable 
place in which a life insurance agent 
was placed in that he need not be dis- 
turbed because of consolidation, merger, 
sale or ‘change in location of his com- 
pany. If a man is a salesman and a 
good one, if he knows life insurance 
thoroughly and can adapt it to human 
needs, he is independent of all business 
disturbances. 

Then, too, the life insurance agent is 
in a most favored position because age 
cuts no figure so far as his work is 
considered. If he is producing ‘the 
goods at age 70 or 75 his company pays 
him just as much and favors him as 
highly as it would a man of unbounded 
energy at age 35. In fact there are 
many men with snow capped heads who 


are doing remarkable work in life insur- 
ance. They have passed the scriptural 
time of three score years and ten. Their 
ambition is undaunted. They are march- 
ing onward. There is no complaint of 
their age. They have no fear of being 
dismissed. So long as health and 
strength are with them they can con- 
tinue. They are not being: driven. 
They can take time for recreation and 
rest. Even if it is found necessary to 
slow down a bit they have an established 
renewal income that has been built up 
when the days of greater strength were 
more fruitful. 

There is no more gratifying line of 
activity than life insurance work these 
days amid the constant changes and up- 
heavals in business and economic chan- 
nels. We know not what the morrow 
will bring forth with many corporations 
and lines of activity. Men who have 
had established businesses and seemed 
destined to continue them during their 
entire lives find themselves confronted 
with competitive factors that were un- 
dreamed of. Their business is under- 
mined and frequently ruined. Fear and 
worry over the future of various lines 
of business that in the past were con- 
sidered permanent have driven men to 
distraction. 

The life insurance agent is a king in 
his own domain. He is independent of 
competition. He need not fear what 
mergers or consolidation or sales take 
place. When the shadows of life 
fall far toward the west he can still 
maintain his position as a business man 
in his community without asking odds 
of any one. Today is the great day for 
the life insurance agent who is willing 
to work and pin his faith to a cause that 
will bring him a fine income and busi- 
ness independence. 


Certainty in Large Numbers 


TuHere is nothing more uncertain than 
what will happen to an individual or 
a small group. There is nothing more 
certain than what will happen to a 
large group. Life insurance is based 
on the mortality experience of the 
human race which runs true to form. 
There may be fluctuations in mortality 
from time to time but in the long run 





the average is bound to be maintained. 

Catvin CooLince never spoke a better 
truth than when he said, “Insurance is 
the modern method by which men make 
the uncertain certain and the unequal 
equal.” The legal reserve life insurance 
system scientifically constructed has 
passed the most exacting tests and has 
not been found wanting. 














PERSONAL SIDE OF BUSINESS 











H. L. Smith of Davenport, general 
agent of the Northwestern Mutual Life, 
is given the distinction of originating in 
the Davenport “Times” its insurance 
educational and news service. He has 
always been much interested in promot- 
ing life insurance publicity. 


George Dahlinghaus, general agent 
for the Massachusetts Mutual Life at 
Evansville, Ind., has a sideline, that of 
growing peonies. He and his wife own 
and operate a peony farm in Warrick 
county, Ind., a few miles east of Evans- 
ville. They are expecting a large yield 
the coming season. 

. 


The body of William R. Stuart, 50, 
manager of the Manufacturers Life, was 
found a few days ago in Rocky River 
at Cleveland. He had been missing sev- 
eral days. 


Officers and directors of the Protective 
Life of Birmingham had as their guest 
at a banquet former Governor William 
D. Jelks, founder of the company. Gov- 
ernor Jelks announced his resignation 
from the company a week or so ago in 
order to devote his time to books and 
travel. At the time of his resignation 
he was serving as chairman of the board. 
Short talks were made by Governor 
Jelks and President Samuel F. Cla- 
baugh. 


Dr. David McCahan, assistant dean of 
the American College of Life Under- 
writers, has entered University Hospital 
in Philadelphia to undergo a minor 
operation. 

O. F. Gilliom of Berne, Ind., leader of 
the Consecutive Weekly Production club 
of the Lincoln National Life, has through 
nearly 15% years of steady effort pushed 
his record of an app-a-week up to the 
800 mark. The next man near Mr. Gil- 
liom’s mark of 800 consecutive produc- 
tive weeks is S. A. Bardwell of Cleve- 
land, with a record of 536 weeks. D. E. 
Peavy, Beaumont, Tex., is third with 
457 weeks. 


The current issue of the Union League 
Club of Chicago “Bulletin” tells of Fred- 
erick Bruchholz, agency director of the 
clearing house branch of the New York 
Life in Chicago, having won second 
place in the 1929 long distance trophy 
swim, having swum 52 miles. 


John J. Gordon was vas the guest of honor 
at a luncheon given for him in Chicago 
on Tuesday of this week. Mr. Gordon is 
relinquishing the managership of the 
Home Life of New York in Chicago 
to establish a new downtown general 
agency of the company in New York 
City and will remove shortly to New 
York. Walter E. Webb, vice-president 
of the National Life, U. S. A., presided 
at the luncheon and talks were made by 
various of Mr. Gordon's friends who 
were in attendance. 


E. C. McDonald, recently elected as- 
sistant secretary of the Metropolitan 
Life, was formerly associate sales man- 
ager of the group division of the com- 
pany, specializing in pension plans for 
corporations throughout the west. His 
headquarters have been in Chicago but 
will now A removed to the home office 
in New York. 


Elmer §. Nelson, superintendent of 
field service for the Pacific Mutual Life, 
has been elected president of the Com- 
mercial Board of Los Angeles, which 
has a membership of approximately 400 
prominent business firms. 


Sewall L. A. Short, general agent for 
the Royal Union Life in Houston, was 
killed in an automobile accident near 
Eastland, Tex., while racing to the bed- 
side of his mother, who died at Abilene, 








Tex. Mr. Short swerved to avoid strik- 
ing a truck parked at the side of the 
road and crashed head-on into another 
machine. He was almost _ instantly 
killed. The mother died without know- 
ing of her son’s death. 


William Goldman of Portland, Ore., 
one of the best known life underwriters 
on the Pacific Coast, and for many years 
identified with the Northwestern Mutual 
Life, will leave shortly for a five months’ 
trip around the world. 


William C. James, Birmingham, Ala., 
division manager of the Sun Life oj 
Canada, and Mrs. Jones received con- 
gratulations from many friends on their 
20th wedding anniversary. 

At the meeting of the New York Liie 
agency directors at St. Petersburg, Fla. 
Thomas A. Buckner, second vice-presi- 
dent, who himself is rounding out 50 
years’ service, gave a very impressive 
talk commemorating the half century 
connection of Robert Lee Cooney of At- 
lanta with the company. Mr. ‘Cooney 
started in January, 1880, as office boy in 
the New Orleans office. He was ap- 
pointed cashier at Atlanta in 1885 and 
10 years later became agency director. 
In 1900 he was made inspector of agen- 
cies and in 1909 inspector of agencies- 
at-large, the position he now holds. 


Frederick Marion Hubbell observed 
his 91st birthday Jan. 17. On Jan. 23, 
1867, he founded the Equitable Life of 
Iowa and became secretary of the com- 
pany. He holds policy No. 1. Mr. Hub- 
bell has been an officer of the company 
in various capacities during the entire 
62 years of the company’s existence and 
at the present time is chairman of the 
board. 


Mansur B. Oakes of Indianapolis, 
head of the Insurance Review & Re- 
search, was awarded the Chandler 
trophy by the committee of the Indiana 
Insurance Federation that selects each 
year ‘the person who has made the 
greatest contribution and been the most 
help to insurance in the state. Mr. 
Oakes is the first man of life insurance 
affiliations to secure the trophy. 


Karl L. Brackett, general agent of the 7 


John Hancock Mutual at San Francisco, 
and Clarence W. Peterson, manager of! 
the Phoenix Mutual, left Jan. 18 on the 
“Virginia” for the east. After going 
through the Panama canal, Mr. Peter- 
son will disembark at Havana and go on 
to Georgia to attend a convention of the 
company’s managers, while Mr. Brack- 
ett will continue to New York, thence 
to Boston to his home office. 


Dr. H. E. Sharrer of Hammond, Ind, 
former president of the Northern States | 
Life, is on a honeymoon trip in Havana. 
He was recently married to an attractive 
Chicago woman. Dr. Sharrer bought 4 
new set of red neckties for the romantic 
journey to Cuba. 


The “Advertising Age,” a Chicago 
weekly newspaper of advertising, in 2% 
editorial has suggested that the Metro- 
politan Life be considered in determin- 
ing the Harvard advertising award for 
1929. “The advertising which this com 
pany has consistently carried out during 
the past year,” 
only is soundly conceived and splendidly 
executed, but it belongs in a group % 


advertising campaigns which confer 4 [J 


public benefit and have a real social put 
pose.” 

The Dominion of Canada General - 
nounces the appointment of H. M. 
as life manager. Mr. Gray was aes | 
an official of the Metropolitan Life, and 
recently was manager of the Commo! ‘ 
wealth Life & Accident, Hamilton, On 
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WOODARD SUCCEEDS GORDON 


National of Vermont Man to Become 
Chicago Manager for Home 
Life of New York 





Selwyn C. Woodard, general agent of 
the National Life of Vermont in Chi- 
cago for eight years, has been appointed 
manager of agencies in Chicago territory 
for the Home Life of New York, suc- 
ceeding Manager John J. Gordon, who 
has been promoted to head a New York 
City agency. The appointment is effec- 
tive Feb. 8. It is planned to move the 
Home Life’s Chicago agency, -which is 





SELWYN C. WOODARD 


now located in the State Bank building, 
across the street to the new One La 
Salle Street building. 

Concentration on large development 
in Chicago territory is signalized by Mr. 
Woodard’s appointment. Under Presi- 
dent James A. Fulton it is planned to 
establish several additional Chicago 
agencies over which Manager Woodard 
will have supervision. The program 
which has been drafted contemplates an 
expansion similar to that in New York, 
where under President Fulton’s per- 
sonal direction business was more than 
quadrupled in a little more than two 
years, rising from the standard produc- 
tion of $5,000,000 to $21,000,000 last 
year. The same growth was experienced 
by the Home on a country-wide basis 
under Mr. Fulton, yearly business 
jumping from $33,000,000 to $62,000,000 
since he took charge early in 1927, 

Mr. Woodard has been in life insur- 
ance 20 years, starting with the North- 
western Mutual at Madison, Wis., when 
ne was graduated from the state univer- 
sity, there in 1910. He was first man- | 
ager of the University agency, and then 
i 1912 he went to Chicago, joining 
George Pick, general agent of the Mu- 
tual Benefit, in production. Mr. Wood- 
ard was made junior partner in 1916 of 
the firm of C. J. McCary, general agent 
of the Penn Mutual. 

The Home’s new Chicago manager 
was a “war bird,” having gone on leave 
or absence from the McCary agency, 
and joining the air service. He became 
a second lieutenant and was a pilot 
overseas, After the war he returned to 
m McCary office, and in 1921 assumed 
the general agency for the National Life 
in Chicago. Under his management the 
‘gency has grown to an annual premium 
volume of about $1,000,000, adding ap- 
proximately $140,000 in premiums a 


year. This corresponds to a production 
ot $5,000,000. 
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R = Gul Life of Florida has appointed 
avis manager at Valdosta, Ga. 


ADVANCE WIEDERMANN, SASSE 
Become General Agents at San An- 
tonio and Corpus Christi, Tex., 
for Union Central 





The Union Central Life has announ- 
ced the appointed of Ben A. Wieder- 
mann as general agent at San Antonio, 
Texas., and the establishment of a new 
general agency at Corpus Christi, Tex., 
with B. C. Sasse as general agent. Both 
were formerly associate general agents 
of the San Antonio agency, which was 
until recently under the management of 
Joseph P. Devine, who was advanced 
to manager of the home office agency 
in Cincinnati, 

Wiedermann Has Colorful Career 


Mr. Wiedermann’s career has been 
particularly colorful. Born in Rou- 
mania in 1888, he came to this country 
when 16. After a few years in the 
wholesale grocery business he became 
interested in life insurance and signed 
a contract with the Union Central in 
1913. By 1919 Mr. Wiedermann was 
producing at the rate of $500,000 a year. 
In 1923 he settled for more than $1,000,- 
000 of paid business and repeated this 
achievement in 1926, 1927, 1928 and 
1929. Mr. Wiedermann is a man of 
great ability and resourcefulness. He is 
thoroughly acquainted with the San An- 
tonio territory and the problems of the 
Union Central’s agency there. 

Mr. Sasse holds the Union Central 
record for million dollar production, He 
has been in this class for six years out 
of the 14 he has been with the com- 
pany. Although trade expectancy charts 
indicated that the district which Mr. 
Sasse had as associate general manager 
had the buying power of only 11.96 per- 
cent of the entire San Antonio agency, 
Mr. Sasse wrote more than 21 percent 
of the entire business of the agency in 
his district from 1916 to 1927. He pro- 
duced more than $1,000,000 in 1923, and 
in 1925-1929 inclusive. In 1927 he led 
the entire company. 


LAW GETS GENERAL AGENCY 





Millionaire Producer and Associate Chi- 
cago Manager Named by National 
of Vermont 





Marc A. Law has been appointed gen- 


eral agent of the National Life of Ver- 


mont in Chicago, succeeding Selwyn C. 
Woodard, who resigned from that post 
this week after a connection of eight 
years to become Chicago manager of the 
Home Life of New York. Mr. Law has 
been associate general agent with Mr. 
Woodard since the fall of 1924. 

The two men started in life insurance 
together at the University of Wisconsin 
at Madison where they were partners in 
what was called the University agency 
for the Northwestern Mutual Life. 
Graduating in 1912 in the same class 
with Mr. Woodard, Mr. Law went to 
Chicago where he joined the agency of 
George Pick of the Mutual Benefit, re- 
maining until 1919. Then he went with 
the State Mutual in the Wrenn agency 
where he continued four years. 


Is Nationally Prominent 


Mr. Law has attained national promi- 
nence as a million dollar producer for 
many years and a specialist in life in- 
surance to cover various taxes on estates. 
He has been a speaker before the “Mil- 
liom Dollar Round Table” at annual 
conventions of the National Association 
of Life Underwriters and also has been 
much in demand at conventions of his 
own company and other companies 
throughout the country. Although he 
is only 38 years old he has had a life 
insurance experience of 18 years. 

No radical change will be made in 
the office policy but it is expected that 
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Losses— 


(Advertisement 9 of a series) 


No matter how thoroughly the gladiators of old 
were equipped and trained there was certain to 
be losses whenever battles were engaged in— 
losses in battles and, at times, losses at home. 
Losses being unpreventable will always occur. 


Shield Men of the National Life and Accident 
like to place insurance with those far sighted 
men who, knowing losses will occur, desire to 
protect themselves as much as possible. It is 
reassuring to men wearing the Shield button to 
know that the company they represent has al- 
ways met its loss payments promptly and fairly 
—satisfying to its clients to know there will not 
be long delays or haggling over losses. 


This is another feature of the National Life and 
Accident that makes it profitable to wear the 
Shield button. 





It pays to be a Shield Man! 
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Mr. Law will develop a staff of large 
producers who themselves will specialize 
in life insurance for business and tax 
purposes. 


Charles E. Gerhold 


Charles E, Gerhold, formerly assistant 
manager of the Fidelity Mutual Life in 
New York, has gone with the S. S. 
Wolfson agency of the Berkshire Life 
in that city as agency supervisor. 





Business Men’s Assurance Changes 


M. M. Studebakef has been made 
branch manager for Colorado by the 
Business Men’s Assurance and will have 
his office in Denver. S.-C. Clancy will 
become branch manager for Iowa, where 
he will develop the field for new men 
before opening an office. Mr. Clancy 
has been for some time the leading pro- 
ducer in that state. W. C. Rhodes of South 
Dakota will go to Wisconsin, where he 
will develop the field for new men. 
Later he will open an office there. 





F. K. Antoine 


F. K. Antoine, formerly with the John 
Hancock Mutual Life at Boston, has 
heen appointed general agent for the 
Continental American Life of Wilming- 
ton. Mr. Antoine has been with Paul 
Clark of the John Hancock as field man- 
ager and brokerage man. He succeeds 
George Doggett and will have his offices 
at 80 Federal street. 





Paul H. Dobbins 


Paul H. Dobbins, well-known Atlanta 
insurance man and former president of 
the Georgia Association of Life Insur- 
ers, has been appointed assistant gen- 
eral agent in Georgia for the Aetna Life, 
according to an announcement just made 
by Sam M. Carson, genreal agent. 

Mr. Dobbins entered the business as 
secretary to H. C. Bagley, then general 
agent for the Penn Mutual, and later 
became cashier for the Bagley & Willet 
company. In 1903, with the late Capt. 








George M. Hope, Mr. Dobbins helped 
to establish the firm.of Hope & Com- 
pany, managers for the National Life of 
Vermont. Upon the death of Captain 
Hope, the partnership was dissolved and 
Mr. Dobbins disposed of his interest. 


F. G. Thompson 


F. G. Thompson has been appointed as 
supervisor for the Midland Life of Kan- 
sas City for northern Texas, with head- 
quarters at Sherman. Mr. Thompson 
has had a successful record as a personal 
producer. 








Orville P. Bray 


Orville P. Bray has been made man- 
ager of the Security Life of Illinois at 
Indianapolis with quarters at 817 Hume- 
Mansur building. He has 12 counties 
under his jurisdiction. He was formerly 
with the People’s Life of Illinois. 


E. H. Close 


E. H. Close has been appointed general 
agent for western Pennsylvania for the 
Provident Life & Accident of Tennessee. 
Headquarters are at Pittsburgh in the 
Clark building. Mr. Close has been 
leading agent in the Pittsburgh agency 
of the Equitable Life of Iowa and in 
nine years with that company has had 
at least one application. a week. 








Sorenson & Carleson 


The Pacific National Life of Salt Lake 
City has appointed Sorenson & Carleson 
of Hollywood, Cal., as general agents 
for Los Angeles county. The agency 
is composed of E:; J. Sorenson, Harry 
E,. Carleson and A. Kendall. The latter 
two operate the Pacific Western Insur- 
ance Company at the same address, rep- 
resenting on a local agency basis a num- 
ber of fire and casualty companies. 


H. M. Liggett, Hugh Milner 


A general agency has been established 
at Salina, Kan., by the Midwest Life of 
Nebraska, with Hugh Milner and Harry 








M. Liggett in charge. Mr. Milner was 
sent into Kansas fronr the home office 
several years ago, and has been one .of 
its steadiest producers. Mr. Liggett goes 
from the field force of the Great Repub- 
lic of Los Angeles. 





Ivan Smith 


E. R. Sadler, for a number of years 
general agent for the Bankers Life of 
Omaha at McCook, Neb., has been com- 
pelled by long and severe illness to re- 
tire from service for a time. Ivan Smith 
of Holdredge has been named general 
agent at McCook. 





J. C. Eirk 
W. C. Bailey, general agent for the 
Connecticut General in Detroit, an- 
nounces that Vance L. Desmond, who 


for four years has been office manager, 
has resigned to go with the Fidelity 
Trust Company. J. C. Eirk becomes 
assistant manager in charge of the office. 
Mr. Eirk was in insurance in the south 
for some years, and for the past two 
years has been connected with the W. 
C. DuComb Co., Detroit. 





W. A. Bargar, W. P. Stagg 


William A. Bargar of Columbus, O., 
for 22 years with the New York Life, 
four years in the field and 18 years 
agency director in 33 counties in central, 
eastern and southern Ohio, has resigned 
and will be succeeded by W. P. Stagg 
of Tulsa, Okla. Mr. Bargar will retain 
his contract with the company, doing 
special work and acting in an advisory 
capacity. 





Otto E. Seiler 


Otto E. Seiler has become associated 
with Marsh & McLennan’s Chicago of- 
fice as ordinary producer and in a 
supervisory capacity, replacing Harper 
Moulton, who has returned to personal 
production, going with the Rockwood 
Company in that city. Mr. Seiler was 
for 12 years general agent of the Phoe- 





nix Mutual in Minneapolis, where he 
specialized in inheritance tax insurance, 
Howard I. Potter continues in charge 
of Marsh & McLennan’s life departmen: 
in Chicago. 





H. A. Mowat 
The National Life of Canada \- 
nounces the appointment of H. A. 


Mowat as manager of its Toronto office 
For the past five years Mr. Mowat has 
been with the Travelers, recently as as- 
sistant manager of the Toronto branch. 
E. J. Strickland 

J. Strickland, former Ohio super- 
visor of the Philadelphia Life, 878 Union 
Trust building, Cleveland, has been ap- 
pointed state manager for the Jefferson 
Standard Life, and has moved his office 
to the suite formerly occupied by th 
Philadelphia Life. 


J. R. Harper, Jr. 

The Continental Life of St. Louis has 
appointed J. R. Harper, Jr., general 
agent at Nashville, Tenn. He has been 
in the life insurance business there for 
the past seven years. 





Life Agency Notes | 











Nicholas Jay Kuntz has been appointed 
super visor in Peoria and vicinity for the 
Northwestern National Life. He has 
been engaged in life underwriting in 
Peoria for a number of years. 

Charles G. Atwood has become district 
manager for the Sun Life of Canada at 


Decatur, Ill. He has established head- 
quarters in the First National bank 
building. 

Don L. Sterling, one of the best pro- 


ducers of life insurance in Texas, whi 
was with the American Life of Dallas 
until it merged with the Southland is 
now connected with the Travelers in its 
Dallas ‘branch. 





A five interviews a day, five days 2 
week, for five weeks campaign is being 
conducted by the Home Life of New 
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Extra Compensation to Agents! 


A Feature of Our 


FIFTIETH ANNIVERSARY 








passed 


1928, 1929, 





On August 5th, this year, The Minnesota Mutual 
completes 


50 YEARS OF SERVICE 


Starting with $582,000 Insurance in Force at the end of 
its first year the Company has grown steadily and solidly 
until by the date of its 50th Anniversary it will have 


$200,000,060.00 Insurance in Force 
$24,000,000.00 In Assets, and 
A remarkably high NET SURPLUS RATIO 


The new Paid Business of 1929 was $45,425,000. A still 
greater objective is assured for its 50th Anniversary. 
Rated “EXCELLENT” by Bests. 
No reduction in scale during Influenza and War Periods. 
Increased schedules in 1909, 1911, 1913, 1914, 1923, 1927, 


Dividend Record— 








Swinging into a pace for 1930 that will shortly make this a 
Quarter Billion Dollar Institution 


And later one of the “BILLIONAIRES,” the Company 
has now superimposed upon its already Liberal General 


Agency contracts a special 


Agency Development and Conservation 


Allowance 


that makes our General Agency Contract a thing with 


which to conjure. 


Besides which there has been added to our General 
Agents Building Materials an intervening District Agency 


Contract which offers 


Immediate Opportunity to Personal Producers 


who have General Agency leanings to develop in that 
direction until such time as they 34 — to shoulder 


the full responsibility of a General 


WE HAVE DEFINITE PLANS ‘FOR GROWTH 


FOR OUR MEN! 


MAY WE HELP YOU WITH YOURS? 














‘The Minnesota Mutual Life Insurance Co. 


SAINT PAUL, MINNESOTA 
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Eastern States 
Activities 

















PARET AGENCY CONVENTION 


Provident Mutual General Agent and 
Staff Gather at Home Office 
Sessions 





Louis F. Paret, New Jersey general 
agent for the Provident Mutual, held 
his annual agency conference at the 
home office in Philadelphia, announcing 
a 1930 goal of $9,000,000. Officers ad- 
dressed the sessions, Vice-president 
Andrew J. Davis commenting on the 
goal and its meaning to the agency. 
Medical selection was discussed by Dr. 
Herbert Old, assistant medical director. 
Vice-president M. Albert Linton talked 
of the annual statement of the company 
and its significance. 

A talk on life insurance trusts was 
given by A. Rushton Allen, general 
agent for the Union Central, and Abner 
Thorpe, Jr., editor and manager of the 
“Diamond Life Bulletins,” reviewed the 
progress of life insurance in recent dec- 
ades and told of the property value of 
life insurance. There was a banquet, 
agents being guests of officers. J. Frank 
Shindell, leader in the agency, was 
named president of the Louis F. Paret 
Association. 


Reliance Life Congress 


The second annual sales congress of 
the western Pennsylvania department of 
the Reliance Life of Pittsburgh was held 
in that city, more than 200 Pittsburgh 
representatives attending. Speakers in- 
cluded H. T. Burnett, manager of the 
department, who ‘presided; Saul Alexan- 
dre, J. M. Carothers, F. A. Smith, P. O. 
Colson, N. H. Weidner, R. J. Kenmuir, 
Jr. D. G. Macpherson, A. T. Ninness 
and T. P. McCormick, supervisor of the 
Ohio department. Speakers at the sec- 
md session included Hyman Rogal, S. 
M. Free, Wilson Slick, A. Petrilli, James 
A. Quinn, P. F. Sheedy, and E. G. Mc- 
Cormack, vice-president in charge of 
sales. A luncheon was served and short 
talks given by H. G. Scott, senior vice- 
president; O. M. Eakins, vice-president 
and medical director, and L. P. Gregory, 
vice-president. 








Dr. Biggs Addresses Class 


Dr. Pf Rozier Biggs, medical director 
or the Continental Life, People’s Life, 
Union Cooperative and Union Labor 


Life, addressed the class in insurance at 
George Washington University on “Se- 
lection of Insurance Risks.” The course 
was established last fall as a part of the 
regular curriculum, and is under direc- 
tion of Rainard B. Robbins, vice-presi- 


one and actuary of the Union Labor 
re, 





Welcome Johnson & Higgins Men 


Matthew Kane, manager of the new 
Johnson & Higgins branch in Boston, 
and Gerald Eubank of the Johnson & 
Higgins office, were banqueted by 50 of 
the leading Boston general agents. 

Merle G. Summers of Moore & Sum- 
mers, home office general agents of the 
New England Mutual Life, presided at 
the dinner, and several Boston general 
agents welcomed Messrs. Kane and Eu- 
ank in a most cordial manner. 

: _W. Manning, superintendent of 
agencies of the Home Life, and George 
p Chase, assistant secretary of the 
rudential in charge of ordinary, which 
companies are directly represented by 


brief onnson & Higgins branch, spoke 
y. 





Edwin A Bennett, one of the veter 
A. . eteran 
anual Life of New York salesmen in 
agence” iq gunected with the Heifetz 
NJ B is dead. He was a brother of 
ney '& sanett of Critchell, Miller, Whit- 
office arbour, the Chicago insurance 
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COMPANIES BEING CLOSED 





Illinois Liquidation Bureau Is Now 
Winding Up the Affairs of 


Numerous Concerns 





The companies being liquidated by the 
Illinois Liquidation Bureau of the state 
department of trade and commerce are: 

Chicago Life—Preparing to wind up. 
Only five unfound stockholder creditors 


unpaid. 
Guaranteed Equity Life—Litigation 
pending. Considerable work remains. 


Inter-State Mutual—Preparing to re- 
port on claims. Assets meager; likely 
return to creditors doubtful. 

Lincoln Casualty—Completing compli- 
plicated claim work made more difficult 
by previous handling. Reducing assets 
to cash; preparing to report on claims. 

Progressive Life—Closing estate now 
by final dividend. 

Providers Life—Reducing assets to 
cash. Dividend to stockholders being 
paid; difficulty being experienced in lo- 
cating thousands of stockholders widely 
scattered. 








Western Life—Nearing 
Result very doubtful. 

The liquidation bureau is in charge of 
Alvin S. Keys at 515 South Grand Ave., 
East, Springfield, Ill. 


completion. 





Equitable Illinois Men Meet 


Development of the five-year program 
of the Equitable Life of New York was 
the central theme of the convention held 
at Peoria, Ill., with C. R. Golly, state 
manager, in charge. Agencies of the 
district reported 15 percent increase over 
1928. Homer Rogers of Indianapolis, 
Indiana state manager, was principal 
speaker and guests of honor included 
W. W. Klingman and Albert G. Borden, 
vice-presidents from the home office; 
Dr. A. L. Sherill, medical directo¥® and 
Howard B. Kelly, group supervisor, 
Chicago. 





Hold Contest Dinner 


The M. L. Woodward agency of the 
Northwestern Mutual Life in Detroit 
gave a contest dinner Tuesday celebrat- 
ing the completion of a four-months 
production contest between two teams 





| 


| 
| 





of agents. Orison White was captain of 
the winning .team,. haying issued. and 
paid for $2,396,000, which was only. $20,- 
000 over the losing team, of which Wil- 
liam H, Gage was captain. 

In the year just closed the Woodward 
agency paid for $15,099,000 in business, 
which exceeds. the previous: year’s  pré- 
duction by more than $1,000,000. 





Mielenz Agents Meet 


Agents associated with Albert E. Mie- 
lenz, general agent for the Aetna Life 
in Wisconsin, met in Milwaukee for a 
three-day session. 

S. T. Whatley, general agent for the 
company at Chicago, and president of 
the National Association of Life Un- 
derwriters, was the principal speaker 
at the dinner held Friday night. Paul 
W. Watt, superintendent of the group 
division at the home office, was a 
speaker at the group department session. 





Wins Three-Year Contest 


The Gifford T. Vermillion agency of 
the Mutual Life of New York in Mil- 
waukee has closed its third year of aver- 
aging more than $1,000,000 a month in 
paid business, with a 1929 record of 
$16,025,453. This gave the agency a de- 
cisive victory in its contest with ‘the 
Samuel Heifetz agency, Chicago. Three 








AND 


booklet. 


FOUNDED 1867 





recent circularization campaign. 
50,000 indicated their interest in 
estate matters by asking for the 


The booklet made no attempt 
to instruct the layman in the in- 
tricacies of will making, but as he 
read, he was led to analyze his fi- 
nancial status carefully. As each 
page was turned, he found that 
the very plans he had made for 
the future were being discussed. 
The fact that only life insurance 
could achieve these ends was 
brought home to him emphat- 
ically. A new need for life insur- 
ance protection was uncovered. 


50,000 
ANSWERED! 


“Your Will” is the subject of 
the booklet offered to 250,000 
Union Central policyholders in a 


repeated. 


The number of leads secured 
from this campaign is more than 


CINCINNATI, OHIO 


50,000 times this scene was 
50,000 
contemplated the purchase of ad- 
ditional protection. 
were developed almost over night. 


twice as large as the number se- 
cured during a similar campaign 
in 1928. And the direct result of 
last year’s campaign was five mil- 
lions in new business. 
a tremendous increase in number 
of leads, new business secured 
from this source may reasonably 
be expected to double the amount 
reached last. year—another home 
office service which swells the 
commission account of the Union 
Central agent. 


THE UNION CENTRAL LIFE INSURANCE CO. 


policyholders 


50,000 leads 


With such 


Jesse R. CLARK, JR., PRES. 
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years ago the Vermillion agency en- 
tered the contest to make the greatest 
production in two out of three years. 
Bradlee Van Brunt led the agency in 
paid production. The Vermillion agency 
set $18,000,000 goal for this year. 


Illinois Department Ruling 
The Illinois insurance department has 
issued a ruling that where an Illinois 
company reinsures risxs of an unauthor- 
ized company if the latter company is 
unauthorized both vin Illinois and the 








state where the risk is situated, the 
Iitinois company cannot take credit for 


losses paid. 





Illinois Assigns Examiners 

Examiners for the Illinois insurance 
department have, under previous prac- 
tice, been assigned to various classes 
of company examinations. The depart- 
ment has just established a distinct 
classification for all of its insurance ex- 
aminers, listing them as life, fire and 
casualty examiners. 
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INCREASE IN POLICY LOANS 
Nebraska Companies’ Statements Show 
Figure Much Higher—Optimistic 
Regarding Coming Year 





LINCOLN, NEB. Jan. 23—A 
marked feature of the annual statements 
of Lincoln companies is the increase in 

policy loans. Both the Midwest Life 
cod the Security Mutual increased this 
item by nearly $100,000 during 1929. 
The heaviest demand was during the 
last few months of the year, which rep- 
resented largely the reactions on the fi- 
nances of Nebraskans of stock market 
dabblings. 

A number of the smaller towns in 
the state have lost their local banking 
facilities during the year through the 
failures of town banks, and this has 
resulted in applications for loans on poli- 
cies that ordinarily would have been 
taken care of at home. It has also re- 
sulted in the use by policyholders of 
the privilege of making deposits with 
their companies of advance premiums. 
The Security Mutual has $75,000 de- 
posits of this character, on which it pays 

5 percent interest. 

Company executives here report a 





generally satisfactory year and take an 
optimistic view in regard to business 
for 1930. 





® Equitable Holds Schools 


The Equitable of New York will hold 
a home office school for advanced men 
at the Kansas City agency beginning 
Feb. 3, in charge of Dr. G. B. Van Ars- 
dale, field instructor. About 50 district 
managers are expected to attend. 

A school for district managers from 
Nebraska, Missouri and Kansas is being 
conducted this week by Edgar Webb at 
the Kansas City agency. H. C. Booker 
is conducting district schools at Wichita, 
Topeka, Columbia, Joplin, St. Joseph 
and other points to determine who shall 
attend the central school in February. 





Northwestern Mutual Meeting 


About 50 agents of the Western Mis- 
souri Association of the Northwestern 
Mutual Life attended the annual con- 
vention in Kansas City. The Sam C. 
Pearson agency acted as host. 

Addresses were made by John H. 
Wiles, president of the Loose-Wiles 
Biscuit Company, on “My Personal 
Views of ~_* sngernet C. A. Allen- 





doerfer, Dr. . WwW. Wenstrand, as- 


















































Admitted Assets .... 
Policy Reserve and Other Liabilities 
Surplus, Massachusetts Standard. . 


MASSACHUSETTS MUTUAL LIFE | 


INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 


For the year ended December 31, 1929 


Received for Premiums.............. 
Tee ede eeeenee 


Dividends Paid and Credited Policyholders........ 
Total Payments to Policyholders. . 


New Insurance Delivered. .............cccccccees 
Se BINS BO I, oo 6c dc cece cccseceeuces 
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“What I Expect of My Life Insurance 
Counselor.” F. I. Boggs, vice-president, 
led a half-hour discussion of “How to 
Utilize Policyholders for New Business 
in 1930.” E, F. White, secretary and 
superintendent of agents, presided at all 
the business meetings. The convention 
closed with a resolution of loyalty from 
the entire agency force and a pledge to 
exceed the quota of $40,000,000 in force 
for 1930. 


Claris Adams at Tulsa 


Claris Adams, executive vice-president 

' of the American Life of Detroit, was 

guest of honor at a dinner given by the 

L. J. Stark & Son agency of Tulsa, 
Oklahoma manager for the American. 








Harvester Life Sets Meeting Dates 


The annual agency meeting of the 
Harvester Life of Dallas will be held 
in Galveston July 16-17, it is announced 
by officials. Part of each day will be 
devoted to discussion of production 
problems and business questions. The 
remainder of the time will be given over 
to recreation. 


Discuss Chain Ownership 


At its last meeting the Life Insurance 
Managers Club of Dallas heard an in- 
teresting discussion on the question, 
“Are consolidations and chain owner- 
ships of life insurance companies a 
healthy condition for life insurance as a 
whole?” The chief address was made 
by W. A. Rinker, president of the club. 
Arthur Emery led the discussion. 





Open New Augusta Agency 


The Hardin & Wilson agency of the 
Southern State Life at Augusta, Ga., 
was formally opened last week. Offices 














| are located at 1204-5 Southern Finance 
| building. Mr. Hardin is a well-known 
| Augusta business man, having been as- 
sociated for years with the “Augusta 
Chronicle,” while Mr. Wilson is equally 
well known in the insurance field. 

Vice President E. S. Albritton and C. 
H. Cushman, assistant agency manager, 
both of Atlanta, attended the opening. 


Sun Life Alabama Men Banquet 


The Alabama division of the Sun Life 
of Canada held its annual banquet at 
| Birmingham with about 50 present. 
| William C. James, division manager, 
| acted as toastmaster. Among the 
} speakers were Commissioner of Insur- 
|} ance George H. Thigpen; C. P. Orr, 





president of the Southern Life & Health; 
Thomas Bowron, vice-president of the 
First National Bank, and James T. Wil- 
son, manager of the Atlanta division. 





Announce Virginia Department Lineup 

Myon E. Bristow, new Virginia com- 
missioner of insurance and banking, will 
look after the administration of the 
banking end of the bureau as he did 
before insurance and banking were 
combined and placed under supervision 
of the state corporation commission. 
George A. Bowles, deputy commis- 
sioner, will have charge of insurance ad- 
ministration. Mr. Bristow succeeds T. 
McCall Frazier, who became state mo- 
tor commissioner after filling the office 
of commissioner of insurance and bank- 
ing barely more than two months. Mr. 
Bowles recently resigned his seat in the 
Virginia legislature to accept his new 
post. He had been in the house con- 
tinuously since 1916. 





Weems Again President 


Sam R. Weems, general agent of the 
Minnesota Mutual Life at Dallas, is 
again the leading producer of the com- 
pany and as such becomes the convention 
president for this year. He has been the 
leading producer for the last six years. 


Noble Now in Charge 


Steve A. Noble, Jr., becomes agency 
manager of the American Provident of 
Texas, succeeding Burns E. Duflinger, 
who will be manager of agencies in the 
city of Houston and Harris county. 





Great National Men Convene 


The Great National Life held its an- 
nual convention at Dallas last week. 
More than 150 attended the annual ban- 
quet. Col. W. E. Talbot, agency man- 
ager of the Southland Life, spoke at the 
business session. 





Louis J. Savares Appointments 


Louis J. Savares, who was recently 
named state manager of the Penn Mutual 
in Florida, with headquarters in the 
Atlantic National Bank building, Jack- 
sonville, has been a leading producer 
with the Equitable Life in Tampa. One 
of the first steps was establishment of 
offices in three important Florida cities 
under direction of supervisors. These 
appointments are: H. Gaither Perry, 
Miami district; R. Borden Wilson, 
Tampa district, and A. L. Weaver, Or- 
lando district. 








a inte ate 3 ta 


ee 


ACIFIC COAST AND MOUNTAIN 

















FERGUSON AGENCY EXPANDS 





) Father of Penn Mutual General Agent 
Joins Him in Los Angeles—Take 
Larger Quarters 





| J. R. Ferguson, father of Will O. Fer- 
) Suson, general agent of the Penn Mutual 
| Life at Los Angeles, has moved from 
jhis old home at Evansville, Ind., where 
he was engaged in general insurance for 
3) years and will become associate gen- 
tral agent with his son. 


C. A. Wise Joins Agency 


C. A. Wise, formerly manager of the 
i Jefferson Standard Life at Los Angeles, 
/*as resigned to join the Ferguson 
8 agency, 

) The agency is moving to larger quar- 


* 
- 


‘ers at 626-631 Associated Realty build- 
ie Will O. Ferguson was the Penn 
)“utual’s general agent at Evansville for 


» ears and has been in Los Angeles only 
B‘Wo years, 


| Group Expert Talks to “Ad” Men 


4 

Edwin D. White, district supervisor 
fe group insurance and group pensions 
» '* the Equitable Life of New York, 
m addressed the Advertising Club of Los 
Angeles last week on “The Biggest 











: actor in Industrial Relations in 1930,” 








telling of what group insurance can do 
in that connection. 





Made Northern California Manager 


U. K. Swift has been appointed dis- 
trict manager for the California State 
Life with headquarters in Santa Rosa. 
Prior to that connection he was super- 
visor of agencies in California for the 
Montana Life. 





World Wide Appointments 


World-wide appointments of managers 
are announced by ‘the Manufacturers 
Life of Toronto. E. A. Todd, acting 
manager in Porto Rico, becomes branch 
manager there. Leigh Simon, who has 
had 10 years insurance experience in 
Guatamala, Salvador and Honduras, be- 
comes acting manager in Guatamala. 
Two offices have been opened in Egypt 
due to rapid expansion there, one in 
Alexandria under joint managership of 
H. A. Butler and T. M. Sturgess, and 
the other in Cairo with A. G. M. Baird 
as manager. O. P. Goucher, with the 
company for 30 years, branch manager 
at Halifax, N. S., since 1925, has re- 
tired and is succeeded by his son, F. H. 
Goucher, who has been with the com- 
pany since 1919 as inspector of the Hali- 
fax branch for three years. 











1929 Biggest Year Yet 
15 Per Cent Ahead of 1928 


Connecticut General production of life in- 
surance in 1929 reached $275,000,000, the larg- 
est volume ever reached in one year. This is 
15% ahead of 1928. Accident business in- 
creased also; premiums for the year totaled 
$2,612,290. 

Our sincere appreciation goes to all the men 
in the field who participated with us in this 
successful year’s record. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion in Force 



































































INSURANCE STOCKS 


Bought—Sold—Quoted 


A 
P. W. CHAPMAN & CO, INC. 


Insurance Stock Department 
115 W. Adams St. 42 Cedar Street 
CHICAGO NEW YORK. 
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NEWS ABOUT- LIFE POLICIES 











Policy Literature. 
Digest” and “‘Little Gem,” 
PRICE, $4.00 and $2.00 respectively. 





New Policies, iti Rates, Dividends, Surrender Values, and all Changes in 
Rate Books, etc. Supplementing the “Unique Manual- 
Published Annually in May and April respectively. 


| 
| 














REVISES DISABILITY SCALE 


Columbian National Issues New Divi- 
dend Rates on Both 60 and 90 
Day Clause 


The Columbian National Life has is- 
sued new life disability rates for both 
60 and 90 day clauses. A brief of the 
new schedule for the principal policies 
providing for a monthly annuity in case 
of permanent disability up to age 60 
follows: 

Commercial 


Life-Minimum End. at 20-Pay 





$5,000 Age 85 End, at 85 

60- 90- 60- 90- 60- 90- 

Age Day Day Day Day Day Day 
20.. $14.09 $15.31 oat <2 St. 4 oe. 14 $24.43 
25... 15.98 17.23 17.14 18 26.49 
30. 18. z= 19:64 19.60 30:90 27:78 29.12 
35. 21.5 22.86 22.82 24.18 30.94 32.31 
40 25. BT 27.01 27.19 28.63 34.99 36.41 
5. 31.10 32.67 33.24 34.81 40.57 42.12 
50 38.76 40.49 42.03 43.76 48.14 49.87 
5. 49.99 51.99 54.50 56.50 58.45 60.46 

— 20-Year End.————— 

60- 90- 60- 90- 

Day Day Age Day Day 
$41.15 $42.48 40....$44.90 $47.07 
41.48 42.94 45. 48.26 50.30 
42.03 43.62 650.... 53.38 55.42 
43.13 44.92 65.... 61.59 63.80 

Colonial Life, N. J. 

Reduced rates for 10, 15, 20, 25 and 
30-year limited payment and endow- 
ment policies have been adopted by the 


Life of New Jersey. The rates 
20- eo nt policy are: Age 25, 
$23.83; age 35, $29.05; age 45, $37.29, and 
for the 20-year endowment at the same 
ages, $41.04, $42.22 and 45.58, respec- 
tively. 


Colonial 
for the 





OLD LINE REVISES POLICIES 


Milwaukee Company Replaces Contracts 
With Preferred Risk Form, Reduce 
Former Rate Schedule 


The Old Line Life of Milwaukee is 
replacing its old ordinary and 20-pay- 
ment life policies with its preferred risk 
contracts, effecting a reduction of rate 
under the old forms. The preferred risk 
plan will no longer be available, although 
selection will not be liberalized, an en- 
dowment at 85 having been added to 
care for border line cases. Rates on the 
new policies follow: 

Rates Per $1,000 


Ord. 20-Pay. Pnd. 20-Pay. 
Age Life Life 85 ond. 85 
a ivetneune $11.18 $18.00 $11.39 $18.87 
BD cecesseus 12,20 19.23 12.46 20.20 
Be cvuseeseas 13.48 20.72 13.82 21.80 
a «cceeseacs 15.10 22.53 15.54 23.74 
BD cccccceces 17.19 24.71 17.76 26.10 
De 200608084 19.91 27.40 20.66 28.98 
GD svceetens 23.50 30.75 24.52 32.59 
Se stteeneds 28.35 35.07 30.03 37.44 
we esccnceenus 34.99 41.64 $7.82 43.72 
SP vsceceess 44.46 49.67 47.79 52.17 
TP cascosnwese 57.26 61.05 61.83 64.18 


FRANKLIN LIFE ISSUES TERM 
EXPECTANCY CONTRACT 


The Franklin Life of Illinois has is- 
sued a new life expectancy term policy 
sold in amounts of $5,000 or more, for 
ages 15 to 60. A brief of the new rates 











Dr. Huebner’s “Economics of Life In- 
surance” shows the economic advantages 
of owning life insurance. Price, $2.50. 
Order from The National Underwriter. 








per $1,000 both without and with 


monthly income disability follows: 





With- Month With- Month 

out Ine out Inc 

Age Dis. Dis Age Dis. Dis 
15 $ 9.30 $11.17 40...$17.31 $21.12 
20... 10.13 12.26 45... 21.08 25.58 
25... 11.07 13.50 50... 27.15 32.65 
30... 13.69 15.40 55... 36.36 43.53 
35... 14.38 17.60 60. 48.83 — 

Reserve Loan Life 

The Reserve Loan Life has issued new 
total disability rates under the monthly 
income plan but has not changed its 
rates for waiver of premium only. A 


brief of the new schedule on its princi- 





pal policies follows: 
20- 
20- Pay 15- 20- 
End. Pay Inc. Yr. Yr. 
at85 Life Ben. ind. End. 
$2.81 $3.68 3.86 $2.32 $2.32 
3.13 3.95 4.15 2.62 2.62 
3.49 4.20 4.41 2.92 2.97 
3.91 4.43 4.65 3.30 3.44 
4.45 4.70 4.94 3.92 4.17 
5.16 5.01 5.26 4.86 5.24 
6.09 6.03 6.33 6.24 6.28 
7.32 7.33 7.70 7.72 7.56 
8.99 9.04 9.49 9.51 9.22 
Knights Life 
A new line of juvenile policies has 


been announced by the Knights Life of 
Pittsburgh. They will include whole life, 
20-year pay life, endowment and educa- 
tional protection. Children now can be 
insured from birth to 5 years of age up 
to $5,000, or from 5 to 15 years of age up 
to $10,000. Premium payments on these 
new policies can be made weekly at a 
small additional cost. 


Conservative Life 


of Wheeling, 
new juvenile 


The Conservative Life 
W. Va., has issued three 
policies, 20-year endowment, 20-payment 
life and endowment at age 17, with 
waiver of premium in the event of death 
or disability of the original beneficiary. 


Bankers Life of Nebraska 


The Bankers Life of Lincoln has added 
two new policies, one an ordinary life 
with annual dividend sold at a preferred 
low rate, and the other a master en- 





Altoona First to 
Arrange Insured 
Retirement Plan 














Altoona, Pa., is the first municipality 
in the United States to adopt for its 
employes an old age retirement and ben- 
fit plan insured with an insurance com- 
pany. It has been taken out of politics, 
as it is established on a basis which pre- 
vents any future administration from 
altering or eliminating the benefits 
earned and purchased after the adoptio: 
of the plan up to the time it takes office 
The entire force of city employes, both 
men and women, is enrolled for full 
benefits. In addition to the pensions 
these include life insurance, totalling 
about $500,000, sickness and accident 
and total and permanent disability ben- 
efits. The city and employes share j 
the cost, under the contract with the 
Metropolitan Life. 








at 63. The company also offers 
all agents a new commission schedui 
worked out on what is believed to by 
more equitable basis on all forms of con- 
tracts. 


dowment 


Equitable of Iowa 


Life of 
disability 


Iowa 1as 
clause and 


The 
adopted a 


Equitable 
new 





rates effective Jan. 1. The new rate o 
ordinary life, 20-payment and endow- 
ment at 65, with full disability and 
waiver of premium disability follow 
Ord, Life 20-Pay Life End. at 65 
Full W.P. Full W.P. Full W.! 
Age Dis. Dis. Dis. Dis. Dis. Dis 
| eee 2.58 $0.36 $3.44 $0.30 $2.59 $0.38 
25 3.24 53 3.93 39 3.25 54 
35 4.17 80 4.40 63 4.23 86 
45 5.80 1.438 5.74 1.38 6.00 1.46 
55 8.71 2.92 8.78 2.99 9.68 88 
Fred A. G. Merrill, general agent for 
the State Mutual Life at Buffalo, has 


been elected a director of the Commercial 
Trust Company of that city. 





THE MEASURE OF SUCCESS 


Your clients measure your success by your years 
of service with one good company. 


It is easy to change companies but difficult to 
explain your frequent changes. 


THE MIDLAND MUTUAL LIFE 


“Its Performances Exceed Its Promises’’ 


INSURANCE COMPANY 


COLUMBUS, OHIO 
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CARRY ON APP-APIECE DRIVE 


San Francisco Association Observes 
Life Insurance Day Jan. 22 

in Practical Way | 

| 





In its observance of “Life Insurance 
Day.” the thrift week committee of the 
San Francisco Life Underwriters Asso- 
ciation, headed by James L. Taylor, 
manager Penn Mutual Life, evolved a 
novel demonstration. A “flier” printed 
in red, white and blue, and bearing the 
slogan “Manage Your Money—Don't | 
Let It Manage You,” was distributed to | 
all general agents and managers, who 
in turn distributed them to producers | 
who were urged to write at least one 
application on Jan. 22. N. J. “Nate” 
Goldsmith, assistant manager of the 
Equitable of New York, former presi- 
dent of the Sacramento association and 
now a member of the San Francisco 
organization, originated the idea. Wil- 
liam R. Spinney, manager of the State 
Mutual, headed the sub-committee which 
had charge of the distribution of the 
fliers. 

Speakers appeared before principal 
service clubs, Jan. 22, with W. H. Trice, 
New York Life, as chairman, and on the 
19th ministers urged adoption of thrift 
and life insurance by parishioners. Ar- 
thur A. Butler, resident vice-president 
Continental Assurance, had charge of 
publicity and radio participation. On 
Jan. 20 a thrift meeting of all associa- 
tion members was held with Mr. Taylor 
as chairman and the Rev. Dr. 
Brougher as principal speaker. 

* * * 

Oklahoma—An added feature an- 
nounced by L. C. Mersfelder, president 
of the Oklahoma association, for the 
sales congress scheduled for Feb. 1 in 
Oklahoma City, is a dinner Friday night, 
at which Dr. S. S. Huebner will discuss 
the influence the recent stock market 
crash has had upon life insurance. The 
meeting will be open not only to asso- 
ciation members, but to all life under- 
writers and to the public at large. 

e 8 ¢ 
Akron, 0.—Robert T. Crew, vice-presi- 











dent and trust officer of the First Citi- 
zens Trust Company of Columbus, O., 
and a director of the Ohio State Life, 
spoke before 150 life underwriters of 
Summit county at Akron. He declared 
that life insurance trust arrange- 
ment with the modern trust company or 
national bank as trustee is the ideal 
way to safeguard the proceeds of life 
Insurance policies. 

»~ 





$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 
ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 


Cincinnati, Ohio 








HULL SPEAKS AT CLEVELAND 


National Association Director Sees 1930 
as Potentially Greatest in Life 
Insurance 





Roger B. Hull, managing director and 
counsel of the National association, ad- 
dressed the monthly meeting of the 
Cleveland association, touching on high 
spots of the Washington program and 
Toronto programs. 

“I believe that 1930 is going to be the 
greatest year in the history of American 
life insurance,” he said, “because it fol- 
lows the greatest stock crash in the 
history of the world; and that because 
millions, literally millions of men and 
women in this country went to their 
strong-boxes between Oct. 29 and the 
closing date of the old year, and thanked 
God for their life insurance contracts, 
it is going to be a year of earned pros- 
perity as contrasted with fictitious suc- 
cess. 


Mr. Hull said a copy of the National 


association’s five-year program would 
be mailed to each member. 
* * * 

New York—Two prominent field men 
are scheduled as speakers before the 
February meeting of the New York asso- 
ciation Feb. 4. Thomas M. Scott, with 
the Penn Mutual at Philadelphia and 
that company’s national leader for 1929, 


president of the Philadelphia association 
and vice-president of the National asso- 
ciation, will tell how he sells, his sub- 
ject being “2% Million—150 Lives.” In 
addition, Nelson M. ("Pi") Way, famous 
Yale athlete, the first C. L. U. in New 
York City, agent for the Canada Life and 
famous for his advertising efforts in sell- 
ing life insurance, will speak on “Get 
the Check With the App.” .The associa- 
tion is planning on another gathering of 
1,000, that figure having been practically 
reached at each meeting thus far this 
season. 
* iS : 

Indiana—At the annual meeting of the 
Indiana association held Thursday after- 
noon, Indiana Insurance Day, the follow- 


ing officers were elected, the first two 
succeeding themSelves: 
President, Paul W. Simpson, Indian- 


apolis, general agent Aetna Life; secre- 
tary-treasurer, Mansur B. Oakes; vice- 
president, L. C. Kigin, Terre Haute, New 
York Life; L. D. Fowler, Fort Wayne, 
Connecticut Mutual Life. 
Brief reports were given by 
of various local associations, 
Arthur J. Saum, Evansville; L. 
Fort Wayne; R. P. Gross, Gary; Joel L 
Traylor, Indianapolis; R. E. Beisel, La- 
Fayette; C. J. Holloway, Richmond; 
Loyal B. Wilson, South Bend; L. C 


presidents 
including 
D. Fowler, 


Kigin, Terre Haute. A drive is on to 
double the membership in the state as- 
sociation during the next year. 
* * “di 
Mason City, Ia.—H. J. Cummings, su- 


perintendent of agents, Minnesota Mu- 
tual Life, was speaker at the recent 
meeting of the Mason City association. 
e ¢-s 
Philadelphia—The Philadelphia asso- 
ciation held a “Jolly January Jamboree,” 


James M. Blake being master of cere- 
monies. Talent recruited in the asso- 
ciation gave a variety of skits and 
stunts. Assisting Mr. Blake were E. J. 
Berlet, Arthur B. Cheyney, Alfred W. 
Moore and Louis F. Paret. Thomas M. 
Scott, president, attempted a serious ad- 
dress on the value of life insurance but 
was howled down as it had been pre- 


viously announced that all business dis- 
cussions would be taboo. 
*x* * * 

Flint, Mich.—The first 1930 meeting of 
the Flint association was addressed by 
S. T. Whatley, president of the National 
Association of Life Underwriters and 
Chicago general agent, Aetna Life, who 
was introduced by Frank T. Freeman, 
Aetna general agent in Flint. Mr. What- 
ley outlined the past and future of the 
National association, emphasizing that 
the present large volume of life insur- 


ance is due largely to the fine efforts of 
life underwriters associations. 
Hull, 
ciation, 


Roger B 
managing director National asso- 
laid emphasis upon the next 
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(Chartered Life Underwriter) 


Applicants will find the following books an invaluable 
aid in preparing for the C. L. U. examinations. 


I. Life Insurance Fundamentals laxation—Loman, $2.50. 


Sociology of Life Insurance 
Woods, $2.50. 


IV. Commercial Law 


Economics of Life Insurance 
Huebner, $2.50. 
Outline of Study of Human 


Needs and Life Insurance : ; 
a 2 American Business Law— 
Lovelace, $1.30. ee - 
“ . Sullivan, $2.50. 
Life Insurance Huebner, . ; 
o2 75 Manual of Common Law— 
Dee? s 


» Spencer, $3.50. 
Maclean, $4. I \ 


Law in Business Problems 


Il. Life Insurance Salesmanship Schaub, $6.00. 
Selling Life Insurance - Life Insurance in its Rela- 
Stevenson, $3.50 tion to Wills, Trusts and 
Psychology of Selling Life Estates—Madden, $2.50. 
Insurance—Strong, $4. Creating and Conserving 
Psychology for Life Insur- Estates Woods—Robinson, 
ance Underwriters—Root, $3 $3. 

lil. General Education V. Finance 
Enghish: College Handbook Rudiments of Business Fi- 
of Writing Woods, $1.20. nance—Meads & Scholz, $2. 
Outlines of Economics—Ely, Credit and Collections—Et- 
$3.00 tinger & Golieb, $5. 
Principles of Economics— tanking and Business—Wil- 
Bye, $3.00. lis & Edwards, $3.50. 
Problems of Social Well- Principles of Investment— 


Being—Bossard. $3.50. Kershman, $6. 


These books can be obtained from 


The National Underwriter 


A1946 Insurance Exchange, Chicago 


A POLICY YOU CAN SELL 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 














ny natural death $ 5,000 
Any accidental death ......ccccccccccccccce 10,000 
Certain accidental dealths........... 15,000 


Accident Benefits $50 per WEEK 
$25 per WEEK’ thereafter 


Disability Income, Waive 


(von cancellabla) 
of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value—low 
premiums; age 35, $19.91 per $1,000. Endowment Age 
85—Juveniles age 10 years and upward—Monthly In 
comes—Non-medical. : 


Insures and assures your client’s future and yours. 


Are you interested in an agency? Our Vice-President 
Eugene E. Reed, will tell you all about it. Write him 


direct and directly. 
AND ACCIDENT 


UNITED LIFE INSURANCE COMPANY 


Concord New Hampshire 
Inquire! 


i an. I 

















GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 
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The Penn Mutual 
Hundred Million Club 


Second Week of the Experiment 


As announced last week, in this space we are pub- 
lishing the results of an experiment. J. Elliott Hall, 
New York City; Frank H. Davis, Denver; John A. 
Stevenson, Philadelphia; Alexander E. Patterson, Chi- 
cago; E. R. Eckenrode, Harrisburg; Holgar J. Johnson, 
Pittsburgh—these comprise our HUNDRED MILLION 
CLUB, their combined agencies’ production exceeding 
that figure annually. These leaders left their offices 
January 1 to accompany President William A. Law and 
Vice-President Hugh D. Hart to a series of General 
Agents’ Conferences which will last until the end of 
the month, 

THE EXPERIMENT: Can a_highly-organized 
PENN MUTUAL Agency, not merely maintain, but also 
healthily increase, production during a month’s absence 
of its chief? Last week we gave you the record of paid-for 
new business for January 1-10. Below you will find it for 
January 1-17. The figures are official and the comparison is 
with the same period of 1929. 


Gain Loss 
i NN fo. 2 i's ea niginee-ee Wek sitle 10.42% 
ED cnc cweneewanvonseal 267.54% 
John A. Stevenson ................... 2.27 
Alexander E. Patterson .............. 31.48 
Ms Sie MIS oven cs cenccaccaeses 274.16 
Bolger J. Johmeem ......cccccccces .. 280.46 


The Third Report will appear next week. 
Bona fide figures—no fancy engineering! 





national convention in Toronto. Walter 
Meyer, Crown Life, president of the 
Flint association, was chairman. 

* * * 


Rochester, N. ¥.—The Rochester asso- 
ciation had an active thrift week pro- 
gram. At its annual dinner Isaac S&S. 





Kibrick, a leading producer of the New 
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of Paid Business by this 
Company showed a gain of 
Thirty Percent in 1929. If 
there is a more eloquent story 
of performance by the Com- 
pany in an Expanding Mood, 
you write it, Fieldman! Or 
better still, write for infor- 
mation about the opportu- 
nities to join in the greater 
performance of 1930. 








CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. ROY KRUSE, President 
JAMES L. COLLINS, Supt. of Agencies 


Home Office: Sacramento 





York Life in Brockton, Mass., was the 
guest speaker. Watch charms were pre- 
sented to past presidents of the associa- 
tion. 
*x* * x 

Peoria, Ill.—With the thermometer 
registering 15 below zero, 107 Peoria en- 
thusiasts and their wives met to hear 
Mansur B. Oakes, only to learn that he 
missed connections. Lester O. Schriver, 
general agent Aetna Life, pinch hit with 
interesting stories and sales ideas. It 
Was announced that Dr. Charles J. Rock- 
well will address the association on Feb. 
14. Charles E. Thompson, secretary- 
treasurer, reported financial conditions 
the best in the history of the association. 





He read a letter from 8S. T. Whatley, 
president of the National association, 
which dealt with the industrial agents’ 


problem. Much attention is being given 
to legislation in the state, and R. C. 
Lowes, president of the Illinois associa- 
tion, gave a brief synopsis of what is 
being done. 

- * 

London, Can.—An educational congress 
was held here with Vincent B. Coffin, 
Ralph G. Engelsman, George H. Harris, 
supervisor of the Sun Life field service 
bureau, and E. V. Chown, field super- 
visor of the Life Underwriters Associa- 
tion of Canada, as speakers. 

These officers were elected: President, 
Walter C. Rean, Sun Life of Canada; 
vice-presidents, Frank C. Morrow, Lon- 
don Life; H. A. Miller, Metropolitan Life; 
H. E. Parsons, Prudential; C. T. Glass, 
Great West Life; J. W. Taylor, Canada 
Life; G. E. Francis, Mutual Life; P. A. 
Martyn, North American Life; secretary- 
treasurer, W. V. Marshall, Mutual Life. 

se & 

Marshalltown, Ia.—H. M. Pllis has been 


elected president of the Marshalltown 
association. Other officers elected are: 
Walter T. Scott, vice-president; John 


Small, secretary; Nerl L. Mershon, treas- 
urer. The officers and Forrest C. Reed 
constitute the board of directors. 

* * * 

Southern California—An 
welcome by Governor C. C. 
talks by Penn Mutual Life home office 
officials and general agents who are 
making a transcontinental tour will fea- 
ture the southern California all day 
sales conference Jan. 25 in Los Angeles, 
sponsored by the Life Underwriters As- 
sociation of Los Angeles. 

Their subjects will be: “The Produc- 
ers,” William A. Law, president; “The 
Mission of the Life Insurance Agent,” 
Hugh D. Hart, vice-president; “Creative 
Selling,” Holgar J. Johnson; “Business 
Insurance,” E. Paul Huttinger; “Use of 
Additionals,” Alexander E. Patterson; 
“Income Insurance,” J. Elliott Hall; 
“Selling Life Insurance,” Dr. John A. 
Stevenson, and “Going into Business for 
Yourself,” Edward R. Eckenrode. 

All the southern California associa- 
tions from Santa Barbara and the Teha- 
chapi south to the Mexican border have 
joined in extending their active support 
and cooperation in promoting the suc- 
cess of this event. 


address of 
Young and 





* * * 

Tacoma, Wash.—E. L. Holmes, general 
agent for the Oregon Mutual Life, has 
been made president of the Tacoma as- 
sociation. 





* * 

Columbus, Ga.—William W. McKenzie 
has been elected president of the Colum- 
bus association; C. L. Holman, vice- 
president; John L. Carter, secretary, and 
Russell C. Davidson, treasurer. The ex- 
excutive committee consists of Dudley 
Spain, chairman; Charles W. Campbell, 
J. Stacy Jones, T. M. Jones, George W. 
Matthews and Fred M. McMillan. 

* 4 x 

Boston—Roger B. Hull, managing di- 
rector of the National association, was 
scheduled to address the Boston associa- 
tion at a dinner meeting Jan. 23 on 
“Life Insurance, Its Place in the Nation.” 

k * 
At the January meet- 

Dodge association, 
George T. Carlin, educational director 
for the Central Life of Des Moines, 
stressed the importance of life insur- 
ance, told how the insurance in force 
has doubled in the past few years, and 
declared that service to the public and 
policyholder should be magnified instead 
of the net cost. 


Fort Dodge, Ia. 
ing of the Fort 














The officers of the Fort Dodge asso- 





Seven Creative Ideas 


Enumerated by Cook 











There are only seven creative ideas 





in selling life insurance, Paul W. Cook, 
instructor of agents in the A. A. Drew 
agency of the Mutual Benefit in Chi- 
cago and one of the comparatively few 
“C, L. U.” men, stated in his address 
“Building a Sales Talk” at the obsery- 
ance of Indiana Insurance Day in In- 
dianapolis. Mr. Cook says life insur- 
ance is a business of ideas and the sales- 
man’s problem is to get the ideas across 
to the prospect clearly and effectively, 
and to get them accepted with as little 
conflict as possible. The seven creativ: 
ideas which he lists are: 

1. Life values; 2. instability of gen- 
eral property as contrasted with life in- 
surance; 3. life insurance as property; 4 
distribution and trusteeship of estates 
5. business insurance; 6. thrift talk, and 
7. program insurance. 

“The real value of such a classifica- 
tion lies in the definite need for insur- 
ance pointed out thereby,” Mr. Cook 
says. “However great the wealth oi 
his knowledge, the life man because oi 
the limitation of time must boil dow 
his own experience and that of others 
so that he can get the essentials acros: 
to the prospect in the time at his dis- 
posal, and considering, too, that most 
of the time we are in the presence of the 
prospect we should be listening to what 
he has to say. 

“You can pour water only so fast int 
a jug and you must give your prospect 
time to absorb what you are saying 
rather than overwhelm him with a de- 
luge of too many or too complicated 
statements.” 


Crothers Elected to Head 
the Western States Life 





T. G. Crothers, general counsel of the 
Western States Life since 1917, and 
more recently first vice-president, has 
been elected president, succeeding Mar- 
shall C. Harris, whose resignation wa: 
presented some time ago. 

Mr. Crothers is popular in legal and 
life insurance circles of San Francisc 
Mr. Harris became president about five 
years ago, and will practically retire fron 
active business. He and Mrs. Harris 
are planning an extensive tour of Al- 
rica, Europe and South America. 

Marcus Gunn, actuary since 1925, was 
elected vice-president. 








ciation for the coming year are: F. L 
Murphy, president; W. E. Cadwell, vice- 
president; C. R. Garrett, secretary, and 
G. L. Gunnerson, treasurer. 
ee © 
St. Paul—Harold J. Cummings, agency 
superintendent of the Minnesota Mutual 


Life, was the speaker at the January 
meeting of the St. Paul association. 
* * * 
Minneapolis—W. J. Keating, veteral 
general agent in Minneapolis for the 
Equitable Life of New York, was the 


guest of honor at the January meeting 
of the Minneapolis association. One o 
the speakers was Eugene Webb of the 
New York office of the Equitable. 

Brief talks, describing the career o 
Mr. Keating, were also made by John 4 
Hartigan of St. Paul, supervisor 
agents for the Equitable, and Ralph ™ 
Hamburger, general agent of the North: 
western Mutual Life. 

se & ¢ 

Cincinnati—At the January meeting 

the Cincinnati association Russel] Wil 











lia. 








son, new mayor of the city, was tt 
speaker. He spoke on the principles @ 
the charter form of government, co” 
paring the success of Cincinnati wi 
that of Cleveland and making a pléj 
for the men to continue backing th 


form, which he said should be continue 
on a non-partisan basis. 


William H. Van Sickler of the St. Low! 
agency of the Massachusetts Mutual Lift 
led the producers in his territory for tht 





third consecutive year. 
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Big Feature in 
Insurance Day 


(CONTINUED FROM PAGE 3) 


secured by life underwriters in Canada 
that has placed the business on a high 
plane. Competition is on a cooperative 
basis. Twistine is practically unknown 


and prospects that are being developed 
by one agent are not infrequently cul- 
tivated through cooperation by other 
agents working with him. 


Must Build Ideas 


“Life insurance is a business of build- 
ing ideas,” said Mr. Cook, speaking on 
the subject, “How to Build a Sales 
Presentation.” Quoting Sam Sturm, Mr. 
Cook said, “Life insurance is the study 
of life and the study of insurance.” Life 
insurance values are dependable, he 
said, and referred to the use by many 
investors in the stock market last Octo- 
ber of their life insurance to stop 
losses, if possible. Here was a resource 
upon which they could depend, and his 
company, he said, loaned $5,000,000 in 
that way. As an aside he said, “In- 
stead of being wiped out with a 10 per- 
cent margin, he put up cash and was 
wiped out with a 20 percent margin.” 

Four Speakers at Seminar 


Thirty minute talks were given at the 
“seminar” in the afternoon by four 
speakers, Frank Robinson, on “Getting 
inot the Presence of the Prospect;” 
Paul W. Cook, “Putting the Proposition 
Before the Prospect;” Chester Albright, 
“Overcoming Objections Raised by the 
Prospect,” and C. E. Randall, “Closing 
So as to Secure Prospect Leads.” 

Mr. Robinson said that, in 
life insurance is not placed in trust with 
trust companies but trusts are operated 
by the insurance companies. Life agents 
will not deal through agents in other 
lines of insurance and vice versa. Com- 
missions are not paid for leads through 
agents in other lines of insurance. Life 
underwriters will not join with any 
other insurance associations as they feel 


| 








Canada, | 


that their problems are different. Life 
underwriters can obtain a life under- 
writers’ degree by qualifying through 
examinations, An agent can represent 
only one company and business from | 
other company agents will not be ac- 
cepted. 


Mr. Cook said that it is important to 


stimulate the prospect’s imagination so | 


that he can visualize the uses of life 
insurance and he presented a number of 
blue-print illustrations of life insurance 
propositions which he uses successfully. 

Chester Albright discussed some 


\ 
gents wanted 


Salem Eugene 


Astoria 


Albany 
Corvallis 


7//larnook 








of ! 


the objections that are raised by pros- 


pects, telling hom he meets them. 

C. E. Randall emphasized the im- 
portance of getting leads from pros- 
pects that have been closed. 


Hitch Occurs in Plans to 
Reinsure Chicago Company 


Counsel for the Great American Cas- 
ualty of Chicago and the Mountain 
States Life ar~eared before the Illinois 
department this week seeking admission 
for the Mountain States for the pur- 
pose of entering into a_ reinsurance 
agreement with the Great American. It 
was argued that the Mountain States 
could be admitted to Illinois and its 
activities limited to the casualty fea- 
ture of its charter ~owers, for the pur- 
pose of reinsurance. 

Leo H. Lowe, director of trade and 
commerce, stated he could not agree 
and that if the Mountain States saw fit 
to do so, the proper procedure would 
be to mandamus him to compel admis- 
sion. 

Director Lowe further held that the 
department could not consider a rein- 
surance contract between the nonadmit- 
ted company and the Great American 
Casualty, unless and until requirements 
for admission had been met. 

A further question which arises out 
of the admission of the Mountain States 
Life is the fact that its stock is on a 
non-par basis, while Illinois companies 
are required to be on a par basis, and 





discrimination 
The Moun- 


admission would be 
against domestic companies. 
tain States had previously applied for 
admission, but withdrew the request, 
and then renewed the application. 


Trust Men Meet Feb. 18-20 











The trust company division of the 
American Bankers’ Association will 
meet in New York City Feb. 18-20. 
Alfred E. Smith, former governor of 
New York, will speak. 

Treasurer Jameson Resigns 

John B. Jameson has resigned as 


treasurer of - United Life & Accident 
of Concord, N. H., because of ill health. 
His successor will be appointed at the 
annual meeting Jan. 23. 


Plan Mutual Benefit Meet 


General agents and leading producers 
of the Mutual Benefit Life will gather 
at the home office in Newark the latter 
part of June for a convention, the exact 
date and program not having been ar- 
ranged as yet. This is the second such 


convention the company has held. The 
first agency conference in its history 
was held in the new home office build- 


ing early in 1928. 


Gem City Life Meeting 


The Gem City Life will hold its home 


office agency convention at Dayton, Jan. 
29-31. Ralph E. Richman of Tue Na- 
TIONAL UNDERWRITER will speak at the 


accident and health session. 
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Life Insurance Men of Vision Know That the Greatest 
Is with the tion That Is 


The Solid Growing Company Officered by Men Who Are Agency Minded 
WE HAVE THE TOOLS 








ility and Double I 
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ARKANSAS——CALIFORNIA 


0. W. JOHNSON, President 


IOWA 


134 North La Salle Street, Chicago 


KANSAS———-KENTUCK Y——— MICHIGAN 


‘“‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


Yor will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
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This is the month 
when, for millions of 


young people, 
Yet these 


“school 
begins.” 


same young people 





will learn later that 






















school has never 








ended; that the proc- 
ess of acquiring edu- 
cation goes on un- 
ceasingly. This is 
especially true in 
the insurance 
field. 


Common- 
wealth coop- 
eration stands for 
education—a de- 
sire on the part of 
this company to help 
all our agents learn how 
to face every situation. 

We exhaust every effort 

to bring to our agents 

knowledge of all the possi- 
bilities of insurance. The best 
minds in the Company con- 
tribute toward each agent’s 
individual betterment. Com- 
monwealth cooperation is 
more than a trademark; it is 
a tangible asset. 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE, KY. 
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adds 
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Bankers 
National 


offers an opportunity 


to 


PROSPER 


and 


PROGRESS 


Those who desire to ac- 


quaint themselves with a 


FAST 
GROWING 


Company will learn some 
interesting facts by getting 
in touch with 


BANKERS NATIONAL 
LIFE INSURANCE C0. 


Jersey City, N. J. 


R. R. Lounsbury, 
President. 


William McCallum, Geo. Ramee, 


Vice-Pres. Vice-Pres. & 
Supt. of Agencies. Supt. of Agencies 
Western Division Eastern Division 











Life Business 
for Last Year 


(CONTINUED FROM PAGE 3) 


ness also fell off in December, the $160,- 
514,000 total being 28.4 percent below 
the 1928 December of $224,330,000, 
which was, however, 35.9 percent over 
the 1927 December of $165,025,000. The 
group total for the year was $1,185,365,- 
000, a falling off of 11.3 percent from 
the 1928 total of $1,336,328, which was, 
however, 62.1 percent above the 1927 
total of $24,372,000, so that a good two 
year gain is shown. 
Aggregate Business Given 


The aggregate business for the coun- 
try, all classes, was $1,235,775,000 in 
December, a decrease of 3.5 percent 
from the 1928 December of $1,280,502,- 
000, which was 17 percent above the 
1927 December of $1,094,894,000. The 
total for the year was $12,885,390,000, 
a gain of 5.4 percent over the 1928 total 
of $12,228,225,000, which in turn was 
8.3 percent over the 1927 total of $11,- 
296,111,000. 

The Sales Research Bureau reports 
by percentages only on ordinary only, 
its report showing a new record year for 
1929 and a new high point for single 
month’s sales in December. In its re- 
port, it said, “this increase and its gen- 
eral distribution throughout the country 
prove that the recent stock market crash 
did not prevent the country from in- 
vesting more than ever before in life 
insurance. Sales in New York state, 
which reflect most the influence of the 
stock market, are only 1 percent below 
those of December, 1928, and are 12 per- 
cent larger than those of December 
1927. This increase in New York state 
over December, 1927, is 2 percent bet- 
ter than the increase for the country as 
a whole in the same period. 


Outlook for 1930 


With such evidence that consumer 
purchasing and saving power is not 
only keeping up, but going ahead, there 
should be no fear that 1930 will be a 
bad year. Since 1921 sales of life in- 
surance in the United States have con- 
tinued to increase steadily and each 
year has set a new high record for vol- 
ume of sales. The year 1929 marks a 
new high point. The volume of insur- 
ance sold in the year was over five 
times that paid for in 1913 and 89 per- 
cent greater than the new business of 
1921. 

It is interesting in comparing the 
percentage increase of the various sec- 
tions to note that the middle Atlantic 
states, where the largest volume of in- 
surance is in force, show the greatest 
increase. The three states in this section, 


New York, New Jersey and Pennsyl- 
vania, invest in about a third of the 


new business done in the country. In 
comparing sales with those of 1913, 
these states lead with an increase of 
663 percent. 

Causes of Increase 


The bureau says: “The continued in- 
crease in sales during the past year is 
due to two factors which are closely 
related. The first is the growing knowl- 
edge of the public of the value of life 
insurance as a protection and as the 
means of creating an estate. A life in- 
surance policy furnishes its owner with 
which continues to in- 


an investment 
crease in value and which is uninflu- 
enced by market fluctuations. The sec- 


ond factor is closely connected with the 
first and is evidenced by the growing 
tendency of companies to give the pub- 
lic accurate information on life insur- 
ance and to render more efficient ser- 
vice. Life insurance agents are being 
trained to study the needs of their 
clients and to sell them policies suited 
to cover these needs, the more intelli- 
gent service of agents and the growing 
appreciation of the public is creating 
an ever increasing demand for life in- 
surance.” 

The 8 percent increase in 1929 for 
the country as a whole was not due to 





Frankel Predicts Longer 
Life with Use of Science 





SOME DISEASES MYSTERIES 





Insurance Symposium in Wharton Insti- 
tute Draws Many Life Insur- 
ance Notables 


PHILADELPHIA, Jan. 23.—Within 
10 to 20 years, man could learn to live 
to age 65, Dr. Lee K. Frankel, vice-presi- 
ident of the Metropolitan, declared at 
the three-day session of the - harton 
Alumni Institute of Business, Amer- 
ica would merely apply the heeisiadon 
already won by science regarding how 
to prevent and cure disease. He said 
that within the last 20 years the aver- 
age for a human life has been raised 
from 45 to 56 years. 

He urged united effort to apply mod- 
ern knowledge to the great task of 
keeping people well, saying that mredi- 
cine has learned more in the last 50 
years than in the previous 5,000. Pas- 
teur’s discovery that infectious diseases 
are due to microscopic organisms, he 
said, was the foundation for that great 
advance. 

Several Diseases are Mysteries 


He said the common cold, one of hv- 
manity’s great scourges, is stil) un- 
solved. He pointed to cancer, pneu- 
monia, measles and scarlet fever as 
other mysteries. Dr. Frankel urged 
greater expenditures on research to dis- 
cover causes and ways to prevent de- 
generative and infectious diseases. In 
conclusion, he predicted that if the dis- 
eases mentioned could be dealt with by 
science as typhoid and diphtheria al- 
ready have been, that the average for 
life could soon be raised to 70 years. 
rather than 65. 


Hold Insurance Symposium 


Other speakers at the symposium on 
insurance included Dr. S. S. Huebner; 
Homer R. Sullivan, Connecticut Gen- 
eral; Thomas M. Scott, president Phila- 
delphia Association of Life Underwrit- 
ers, and Dr. David McCaban of the uni- 
versity. 

Dr. Huebner advocated teaching stock 


market investing in public schools. Mr. 
Scott declared that many persons were 
saved from financial ruin during the 


1929 slip of the stock market by cash 
emergency reserves in life insurance. 


American Central Club 
Had Meeting at Biloxi 





The American Central Life Field Club 
held a convention at Biloxi, Miss., last 
week. M. W. Lammers, field superin- 
tendent, outlined the plans for this year. 
F. R. Fisher, agency secretary, spoke 
on “Profitable Prospecting.” M. C. 
Jones, assistant secretary, and E. C. 
Rassmann, manager of advertising and 
sales service, gave a review of the new 
sales aids gotten out by the company. 
Superintendent R. E. Fried of Texas 
made some comment on standardized 
sales talks. Dr. E. G. Simmons, vice- 
president of the Pan-American Life, 
gave an address, being introduced 
by President H. M. Woollén of the 
American Central. At the banquet L. 
C. Nesbit of Washington was toastmas- 
ter. The speakers were Floyd V. Steu- 
der of Texas, Dr. Simmons, and Presi- 
dent Woollen. 





unusual activity in certain sections but 
was the result of an increase in all sec- 
tions. Only five states failed to invest 
as much in new insurance last year as 
they did in 1928. Every month in 1929 
the volume of insurance sold exceeded 
that of the same month in 1928. Record 
sales were established in March, which 
have been surpassed this last month. 
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Service 
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Commercial Policies, Quick 
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mobile Accident Policies and 
Accident and Health Insurance 
on the Monthly Premium and 
Pay Order Plans. 


GROUP LIFE 
INSURANCE AND 
GROUP ACCIDENT 

AND HEALTH 

INSURANCE 


eos 

















a 
ote Aa apie 06 si 


a) 


Fae Di MON aal abbatR  » 


Sicha ly sas eicinaielin dei hg tina 








January 





Imaginat: 
in Atta 

















id 
:y 


st 
pt 








ree eae 






















January 24, 1930 

































































Five Success Factors and |2 Causes of 
Failure Are Outlined by Vice-President 
Klingman of Equitable at Indianapolis 


The engine that uti- 
lizes only 20 percent of the fuel it burns 
is said to be only 20 percent efficient 


Little things are largely responsible | 
for the failure of life insurance salesmen, | 
W. Klingman, second vice-president | 
Equitable Life of New York, | 


of the of 
stated in his address on “The Cause of | 
Failure in Business,” at Indiana Insur- | 
ance Day at Indianapolis. 

He says that after all these many | 


little details that go to make success are 
t really unimportant. Five important | 
factors in the success of anyone's busi- 
ness, he says, are: 


1. Imagination, vision, or the idea. 

2. Personal efficiency. 

3. Planning of your work and work- 
ing of your plan. 

t+. Understanding of opportunity. 

. Value of character. 
Twelve Causes of Failure 


Are Enumerated by Klingman _ 
\s opposed to these attributes, Vice- 
President Klingman says are 12 out-! 


standing causes for failure: 

1. He forgets that his worth 
what he produces. 
1 for not doing, 


is mani- 


2 e finds excuses 

stead of finding ways to do what 
should be done. 

The world goes ahead in almost 
ery direction and he keeps on the 
ciumdrum turnpike, where somebody will 
pay the tolls. 

4. He is not observant, accurate 

wuughtful. 

5. He is sailing by the broken com- 
ass of chance. ' 
6. He flatters himself by viewing 
mself in his own mirror, instead of | 


measuring himself by others that have 
1 him in the race. 
7. He thinks nobody notices that he 
fallen behind. 
He does not love his work as he 
d when he began, and therefore | 
us enthusiasm has been lost. 


passe 


expect 





9. He puts off too many things until | 

10. He is unconscious of being idle 
1uch his time, and lets the days go 
by, ng the results he could have 
atta 

as is lack of thoroughness blocks 

er T 

12. However honorable, he fails to 
realize that his example affects others 
Imagination Is Big Factor 

in Attaining Success 

“Business men, as a rule, do not real- 
ze t indebtedness to imagination,” | 
le s “Imagination constructs for 
men, 1 e or less, ideas or pictures ot 
tings which will give them the greatest 
atis One must imagine himsel! 

g tain things, seeing himself ac- 
mplish greater things, and unless h« 
as t sion and the imagination of 


self occupying a certain posi- 
it will be very difficult for | 

to get very far. I wonder how| 
uu have the imagination to see | 
complishing certain things | 
ing certain positions ten 

today. 

| 

| 





[ could spend more time on 

portant subject, but I must 
_second—personal efficiency. 
efficiency is the economy of | 
and space. If any one of | 
things wasted, we have | 


Ss 


RY, time 


is 


to think about themselves. 


} ner, 


loss of efficiency. 


and the same thing is true of men. No 
engine or no man was ever found to be 
100 percent efficient. 
Says Study of Self Is 

Requirement for Efficiency 


“IT wonder how many people are using 
more than 50 percent of the energy they 
should. To become more efficient you 


| must know yourself, study yourself, and 


the best way to better equip yourself 
for the future to spend some time 
thinking about yourself. 1 have found 
it very difficult to get men and women 
Most of us 
study our friends more than we do our- 
selves and could pass a better exami- 
nation on the qualities of others than we 
could on ourselves. If we carefully an- 
alyze ourselves day after day it will not 
be difficult for us to find what our pur- 
pose in life is. A man without a pur- 
pose is as useless as a ship without a 


rudder. He accomplishes nothing. 


1s 


“Third, plan your work or, in other 
words, systematize your work. I have 
talked so much about program and sys- 
tem that I am more or less getting tired 

| the subject myself. My experience 
as taught me that it is more or less 
difficult for men to systematize their 
work or work out a definite plan for 
each day’s work and then follow it. 


Believes Many Successful 
Men Write Haphazardly 








wants and are looking for opportunities | 
for their gratification. The intensity of 
our nature, the quality of our character, 
the tenacity of our purpose, are all re- 
vealed by the vigor or sloth with which 
we pursue opportunity. It is one of the 
most important words in the language. 
It means much more than chance. 
Chance comes to us wnasked, unex- 
pected and often undesired, but oppor- 


tunity comes only as the result of our 
desiring, willing and acting. It is a 
precious, golden thing and must be 
worked for. 
Finds Business Leaders 

Seldom Lack Opportunity 

“Men who succeed in business some- 
how never seem to lack opportunity, 
while those who fail often complain that 
opportunity has been denied them. 
Young men trying to get their start in 
business should have a fairly clear idea 





of what opportunity means. They are 
too prone to think that their chances of 
getting a good start depend upon “pull” 
or luck. 

“It is important that a man in busi- 
ness should have a fairly accurate idea 
of his mental power. He should not 
underestimate his ability. If he does, 
he will never do himself justice—being | 
fearful that he tackle a job that is too 

| difficult On the other hand, he must 

not overestimate his ability for then he 
may undertake tasks for which he is not 
really fitted. I believe that it is better 
to err, if at all, in the direction of self- 
confidence [ have always maintained 
that anybody it ir business paying for 

quarter of a million of life insurance 
in a given year can pav for a million of 
business in that time he wants to do 


“The life insurance business, as you | 
know, is one of the greatest professions | 
and life insurance men and companies | 


have accomplished great things but how | 


true it is that a great many of the suc- 


| cessful men in the business do their busi- 


ness in a hit or miss, haphazard man- 
rhis, I think, speaks much in favor 
of the business. 

“Men and women in our business who 
handle their work in a hit-or-miss man- 
ner, in my opinion, are handling it 
the hardest way and I find that even the 
most successful men that we have, when 
they reach the point where they can 
outline a definite program for themselves 
and follow it, can double—yes triple— 
their business. 

“Opportunity —I find that a great 
many people do not really understand 
what opportunity Opportunity 
universally desired. All of us 


1S. is 


have | 


in | 


the things that other people do who pay 


that amount of business. 


Opportunity and Luck 
Not Even Good Friends 


‘A 


great many men say, when they 
see a successful business man, that he is 
‘lucky. Opportunity and luck are not 
relatives, nor even good friends. You, 


all know that but I must emphasize the 


fact because of the popular gospel which | 
converts luck into the goodness of | 
fortune. 

“In my nion, the most important | 
factor in the success of anyone’s busi- | 
ness is ‘character.’ I have always be-| 
lieved that a man’s character is some- 
thing in a w sacred to that man him- | 
self, and I find, upon looking it up in | 
the dictionary, that the word ‘character’ 
has practically the same meaning in|} 
nearly all languages It is a very old} 


word that in the earliest times meant a/ 
mark engraved or cut into stone, or a 
of metal some other canis 


plate or 








Digest of Court Decisions 








Double Indemnity—Death from rupturing a blood vessel or from heart 
dilation caused by cranking an automobile has been held in two cases in 
Texas to be within the provisions of the double indemnity clause for life 
In the heart dilation case it 
cranking a car was not unusual and the accident was unforeseen. 


or accident policies. 


Warranty of Health in Application—Applicant states in life insurance 
However, she was afflicted with consump- 
tion at that time and did not know it, being under the impression that she 
merely had a bad cold. Following the death of the assured the insurance 
company denied liability on the ground that the warranty of health in the 
Court held there was no fraudulent attempt 
Keenan vs. John Hancock Mutual, Supreme 
Court of Rhode Island, 146 APL, 401. 


policy she was in good health. 


application was false. 
ordered company to pay policy. 


was held that action of 


and 
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Che reason tor buying life insurance 
is not because the insured is going to 
die, but rather because someone else 
is going to live and must be provided 
for. It is called life insurance because 
it continues life—John W. Yates, De- 


troit, Massachusetts Mutual Life. 


Grasp an idea and work it out to a 
successful conclusion. That’s about all 
there is in life for any of us.—Edward 
H, Harriman. 


x *k x 

Che year 1912 closed with a little over 
$13,000,000 of group insurance in force; 
at the end of 1915 it had increased to 
almost $100,000,000; at the end of 1919 


it exceeded $1,000,000,000; today it ex- 


ceeds $9,000,000,000 covering over 6,- 
000,000 workers and 17,000 establish- 
ments.—H, H. Armstrong, Travelers. 


There are four reasons why men buy 
life insurance. First, to underwrite 
earning power or to eliminate the factor 
of time. Second, as a property. Third, 
on account of ease and economy of 
transfer. Fourth, for trusteeship or man- 
agement.—Clay Hamlin. 


* * * 

“It is the man who knows whose opin- 
ion 18 § geht and respected Dr. C. E. 
Albright, N thy ster Mutual Life. 

. 28 
There are 25,000,000 automobiles in 


the United States, of which 32 percent 
are insured for approximately $1,000 
each. A machine has little economic 
value after the fifth year—and still it is 
insured at 66 percent of the average 
human life value—if $1,550 represents 
the amount a person thinks he is worth. 


The first real group insurance policy 


was taken out by Montgomery Ward 
& Co., in 1912, covering its 3,000 em- 
ployes for approximately $6,000,000, 


substance, so that it would remain there 


and could not be rubbed out. 
“And this is the way with the char- 
acter of a mal His reputation may be 


this or that or what 


people think of him, 
or what peopl 
times 


say about him. You oft- 
have heard of people saying that 

this this or that but that he 

has a 

may change 


character. His reputation 

from good to bad, and from 
bad to good; his reputation may be an 
altogether mistaken estimate but his 
character different. His character is 
the mark, the impress, the absolute in- 
dividuality engraven into his life, which 
cannot be rubbed out, which is stamped 
on him for life and will follow him 
wherever he goes. 


' 
man does 


Ro d 


is 


Defines Difference Between 
Reputation and Character 


“The difference between character and 
reputation is this: A man’s character is 
what he makes himself, while his reputa- 
tion is what other people think about 
him. A man’s character generally 
formed in the first 20 years of his life. 
In some degree it is influenced by his 
associations and environment — perhaps 
by heredity—and, to a great degree, by 


is 
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We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

8. The Best and Most Liberal Sub-Standard Facilities. 

4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only serious-minded men of 
character and integrity—men who are intent upon suc- 
cess—and to whom we offer exceptionally liberal and prof- 
ftable contracts. 
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“Sales Helps for Life Agents,” No. 33L is the new catalogue of .-— Underwriter 
Life Insurance Services. Send for a copy, ing any Na nderwriter office— 


IT’S FREE 

















education. But all of these are only 
small influences compared with the 
measure that a man’s own definite pur- 
pose, his own will, his own clear sight 
of right and wrong, and especially his 
own moral courage, have in the determi- 
nation of what his character is to be. 
“Let a man (or a woman) come finally 
to accept and realize and estimate at 
its true value the fact that his life 
bound to be of his own making and 
that it can be, in spite of all doubters 
and objectors, or in spite of what people 
say about him, just as great a life as 
anyone’s life. If he is determined enough 
about it, then he has formed for him- 


is 


self a character that will carry him to 
success. 
Truthfulness, Honesty and _ 

Probity Are Essential Traits 

“The first essentials of character in 
business life are probity, honesty, truth- 


fulness. The first thing in his domestic 
life is what?—Sound affection. The first 
thing in his spiritual life is his unfalter- 
ing faith, Give me a man or a woman 
such as this, so equipped, having in- 
stilled in him or her a desire to serve 
this world better, and there is nothing 
that may be denied him or her, even suc- 
cess. All that is necessary for anyone 
who is so equipped is to take the first 
road to the right and follow that road 
straight to success; but, let a man grow 
up failing to believe in himself, failing 
to have the proper vision, failing to be- 
lieve that he can be just as big a man 
as anyone else, and with the vague idea 
that ‘things will come out all right,’ with 
the confidence that friends will see to 
getting him a place or a position should 
be fail in what he has undertaken, and 
with a disregard of the importance of 
his own manhood, with his own success, 
then the character engraven on that 
man’s soul is but a smudgy blur that 
means little or nothing. 


Draws Picture of Other 
Type of Business Man 


“A man like this is always complain- 
ing, always telling other people that he 
hasn’t been given the proper chance, 
but he never gives the true reason. The 
reason men give for not being success- 
ful is seldom. if ever, the real reason. 

“Give me a man or a woman desirous 
of stepping forward with a clean hand 
in the morning of life, desirous of tak- 
ing the first road to the right and fol- 
lowing it. Let them never forget for a 
moment that earners must be learners, 
that yesterday’s best is not sufficient for 
today but an honest application of in- 
telligent, whole hearted effort and con- 
tinued industry will in time win that 
prize, success.” 


Hartford’s Tax List Shows 


Promimence of Insurance 





The tax assessment 
nounced for Hartford, Conn., for 
calls attention to the important part 
which the insurance companies of that 
city play in the prosperity of the com- 
munity and the furtherance of insurance 
protection throughout the country. Of 
the total assessed valuation of $380,206,- 
115 the insurance companies having 
home offices in Hartford are assessed 
for more than $29,000,000, which 
nearly 8 percent of the assessed value 
of all taxable property in Hartford for 
last year. The Travelers heads the list, 


an- 
1929 


list recently 


1S 


the Hartford property of the company 
being assessed at $13,930,000. 
The tax assessment list of property 


for Hartford exceeds that of any other 
city in the state, although Hartford is 
not the largest city in Connecticut. The 
presence of more than 40 insurance com- 
panies in Hartford, 14 of which have 
home offices in the city, may be re- 
garded as a vital factor in its leading 
position in the business life of Connecti- 
cut. More than 15,000 persons from 
within the area of greater Hartford and 
its environs are employed by insurance 
companies and agencies in Hartford, 
exclusive of agents. 


















Books Are Being Sold 
for the C. L. U. Degree 


THE NATIONAL UNDER- 
WRITER is selling all the books 
that are needed in preparing for 
the examination for the degree of 
chartered life underwriters. These 
books cover life insurance funda- 
mentals, life insurance salesman- 
ship, general education, commer- 
cial and insurance law and finance. 
They are works that should be in 
the library of every life insurance 
man. Write for a list. 













































































Mutual Life Tells of 
Noteworthy Annuity Case 


The Mutual Life of New York tells 
about a noteworthy annuity case. About 
20 years ago a New York woman of 
considerable means in middle life became 
involved in financial difficulties. In the 
end she lost most of her money. Later 
she engaged in a new business and 
achieved success. A Mutual Life agent 


then prepared an annuity program to 
provide a certain life income. The im- 
mediate annuity met her desire and in 
1912 she took out her first one. From 
time to time she has taken annuities 
as her means allowed in order to build 
up a lifelong income. At present she 
holds 65 annuities in the Mutual Life 
in full force. She has placed with the 
company as the aggregate purchase price 
$113,491.85. During the course of vears 
she has received an income of $104, 
561.02 from them so far, only $8,930.83 


less than the purchase price. She now 
receives from the annuities an income of 


$250 a week. In about nine months 
she will have received in income an 
amount exceeding the total purchase 


price of the annuities. The Mutual Life 
says the case noteworthy not only 
for this business woman’s acumen and 
success but also for the suggestion it 
carries. It indicates the way a person, 
can build up an income from time to 
time according to means. 
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Creates Three New Departments 


Creation of three new departments : 
announced by the Reliance Life. R. 
Kneil, formerly manager of the cst 
department, has been appointed director 
of the budget. Robert N. Barrett, for- 
merly manager of the reinstatement de- 
partment, has been made manager of 
the new policyholders’ service depart 
ment. French V. Anderson has _ been 
placed in charge of the new direct 1 mail 
division of the advertising department. 

The Reliance Life, which now 
pies five floors of the Farmers Bank 
building in Pittsburgh, has taken addi- 
tional offices on the fifth floor to accom- 
modate the executive vice-president, 
auditor, budget director and the adver- 
tising department. 


Open New Offices in Toronto 


The Mutual Life of Canada _ has 
opened its new Toronto office in the 
Canada Permanent building, the newest 
of Toronto’s office buildings. The oc 
casion was marked by a luncheon with 
addresses by C. M. Bowman, chairmai 
of the board; H. L. Guy, assistant ac 
tuary, and Wilfred Carlisle, superintet 
dent of agencies. The Toronto agency 
began with J. S. Mills as sole represet 
tative 33 years ago. Under the mat 
agement of J. G. Taylor it has become 
the company’s premier agency. 


occu 


Names New Publicity Manager 


The Sun Life of Canada announces 
the promotion of J. E. Chandler to tht 
newly-created position of supervisor @ 
the company’s press bureau, in charge 
of newspaper publicity. Mr. Chandlet 
has been with the company for t@ 
years, prior to which he was in new> 
paper work in Montreal. 























